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April 18, 1931 


Child Health Day, 
by proclamation of the President, 
will hereafter be observed annu- 
ally on May 1. President Hoover 
proclaims: “The responsibility for 
the well-being of children is a 
community responsibility as well 
as an individual duty. . . May 
Day should be used, wherever pos- 
sible, as Child Health Day for the 
consideration of public and private 
measures by which the health of 
our children may be conserved and 
advanced.” 

We on our part, call upon the 
merchants in shoe stores in all 
States and Territories and posses- 
sions of the United States, to make 
that day Child Foot Health Day, 
where advice, counsel and service 
will be freely given to all children. 
Just as we have designated April 
20 to 25 as Foot Health Week, we 
now select May 1 as Child Foot 
Health Day—for special health 
promotion through better shoes, 
better fitting and better service in 
shoe stores everywhere. 


*x* * * 


Jewels and shoes— 
have they much in common? The 
finest jewelry shop in Boston— 
Shreve, Crump & Low Company 
—held a style clinic within its shop 
last week. One important idea 
came through the cooperation of 
Thayer, McNeil Company, and 
that was the matching of the dec- 
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orations of the shoe to the jewels 
of adornment of the costume. 

Shoes trimmed with pearl luster 
leather were worn with costumes 
adorned with pearls. Shoes of 
gold kid or trimmed with gold kid 
were to blend with necklaces and 
bracelets. The pump ornament 
was to harmonize with the colored 
jewel in the buckle or pin. 

Models promenaded on the main 
floor of the store. All in all, it 
was very complimentary to the 
shoe industry to have this long- 
established jewelry house give so 
prominent a place to shoes in its 
display of spring fashions. 

oe 


o- 7 
Prerecaning footwear 
fashions is a far more courageous 
undertaking than predicting trends 
in coats, suits and colors. On 
April 28, at the Hotel Astor, the 
National Shoe Styles Conference 
goes into a huddle to evolve a gen- 
eral platform from which all foot- 
wear may step into next fall’s sell- 
ing season. The shoe industry is 
the first of the apparel trades to 
predict the fall mode. And yet 
with that handicap,’ it does pick 
most of the colors and most of 
the style types to blend with suits, 
coats and wearables. 
A general and cordial invitation 
has been extended by the chair- 
men of the various associations 


for all shoe men to come and par- 
ticipate in the conference. There 
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is promise of an earlier fall sea- 
son opening August 15 and sweep- 
ing through a bigger and _ better 
selling season ahead. 


A wave of interest 
in gambling, horse racing and 
other forms of “taking a chance,” 
sweeps the world. Now the theme 
“pick a winner” steps into the shoe 
store window. 

Wise Shoes, Inc., in their New 
York windows, give the pub- 
lic a chance to pick by eye one 
shoe and thereby get a pair for 
nothing. No purchase is neces- 
sary—just sign the ballot. Ten 
opera pumps in a row, properly 
numbered. One of the ten is a 
Wise shoe—the other nine repre- 
sent purchases in other stores up 
to $16.50. At least there is one 
chance in ten of picking a win- 
ner, but only fifty women will get 
free pairs. It’s the old comparison 
game speeded up. 


* * * 


A\ifred J. Ruby of 


Chicago comes to this startling 
conclusion: “We don’t sell shoes 
—we sell sizes. When a woman 
reaches the age of thirty-five or 
over, she develops a lot of preju- 
dice in the back of her mind 
against a size of a shoe. She in- 
sistst that she can still wear the 
same size that she wore prior to 
marriage, but two days after the 











first’ child is born the size bother 
starts for the shoe man. With 
more children—more foot size 
trouble. What is more, every time 
she comes in for a new pair of 
shoes she tells us again and again 
of the cute little 4/B she wore 
long, long ago. In her mind is 
that little 4/B and what a job the 
shoe fitter has to convince her that 
7/A is now right. 

“Maybe now we have to think 
of both size and sodas, for the 
average woman is so befuddled by 
price that when she pays $4.00 for 
a pair of shoes and sees that some- 
one else has them marked in the 
window for $3.95—she runs back 
for an exchange to save a nickel. 
She gets such a thrill doing this 
that she goes into the drug store 
and buys an ice cream soda which 
is still fifteen cents. 

“The upshot of my whole story 
is that she is not only out a fit and 
a fashion; but she is also out a 
dime.” 





Plany Linville of 
Paris, Ky., is filled with indigna- 
tion and rightfully so. He read 
the syndicated article out of Wash- 
ington, D. C., as follows: 

“One of the most conspicuous 
drops has been in the price of 
shoes for both men and women. 
The pair of shoes which cost $15 
two or three years ago can now 
be bought for from $5 to $7.” 

Such a statement from Frederic 
J. Haskin, syndicate writer, is 
most damaging. As Mr. Linville 
says: “I think every retail mer- 
chant is having a harder time ex- 
plaining prices now than ever be- 
fore. This is caused by some of 
our very smart men writing for 
our newspapers but actually know- 


ing nothing about commodity 
values and prices.” 
x * * 
dé 
Tike only thing 


society does not economize on is 
shoes,” says Betty Gerard, debu- 







tante and niece of former Ambas- 


sador James W. Gerard. “My 
friends in the Junior League pre- 
fer several inexpensive dresses to 
one or two imports. But shoes are 





Ma Ale 
A-a 


a different matter; one has to 
dance in them, and unless one has 
expensive footwear one is apt to 
drop out of the picture.” 

ae 


Harrelt Meadors is 


to be congratulated upon being 
made the junior member of the 
firm of John A. Meadors and 
Sons, Nashville, Tenn. What is 
more, he will have charge, in the 
future, of the Junior Department. 

He served a year’s apprentice- 
ship following his collegiate work 
at Cumberland University and 
Vanderbilt University. 

Thus we are able to record an- 
other member of the younger gen- 
cration to carry on a great name 
in southern shoe retailing. To the 
father, Allen H. Meadors, and to 
the brother, Allen H. Meadors, 
Jr., the addition of another part- 
ner is the carrying on of a great 
ambition and tradition of the 
family. 

We on our part welcome the op- 
portunity of expressing our salu- 
tations because so often we see 
sons refusing to enter their fath- 
er’s business in the belief that op- 
portunity is to be found every- 
where else, but in shoes. 

* *« * 


pre dean of all 


associations will hold its sixty- 
second annual meeting this week. 
At that meeting the New England 
Shoe and Leather Association will 
officially announce the Boston Shoe 
and Leather ‘Fair to be held July 
7, 8 and 9, at the Hotel Statler. 
Boston, Mass. for the purpose of 
piomoting the prosperity of the 
New England Shoe and Leather 
Industries. For further informa- 


tion, communicate with Thomas F. 
Anderson at headquarters. 166 FEs- 
sex Street. Boston, Mass. 
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F or the packing of 
“Junior Miss” shoes, which were 
formerly known as the flapper 
types, there’s a new and interest- 
ing box of gay colors and print, 
and a ribbon binding which is 
looped to serve as a handle so that 
the box may be carried in.the hand 
as if it were a shopping bag. The 
top of this box opens up in the 
middle, either side swinging back 
on a hinge, and the opening of it 
reveals two compartments within, 
one for the right shoe and the 
other for the left. 

One thought of this novel and 
attractive box is that it may be 
used for the carrying of an extra 
pair of shoes to a dance, or other 
social event, the girl wearing old 
shoes when driving the car and 
putting on the pretty shoes after 
she arrives at the party. 

* * * 


P eople buy shoes 
of style in the season when fashion 
is uppermost. Most people buy 
shoes for value when utility ts the 
uppermost theme. All people buy 
shoes for necessity—for no one 
can go without shoes. 

A buyer in Lynn, however, sum- 
marizes the situation today— 
“good shoes at low prices—cheap 
shoes at no prices.” 

ee @ 


The bag, case and 
strap leather industry is going to 
Washington on April 28, bag and 
baggage, to ask the Bureau of 
Standards to prepare common 
weights and sizes, to eliminate the 
confusion, misunderstanding and 
some of the wastes. 

Here is an industry that be- 
lieves now is the time to sim- 
plify and to make more orderly 
production, sale and use of bag. 
case and strap leather. It is only 
going part of the distance, for the 
conference will not discuss light 
leathers employed for women’s 
fancy handbags; but assuredly it 
is a step in the right direction and 
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eventually some branches of the 
shoe trade will ask for similar 
simplification and standards. 


I; at first you don’t 
succeed, try, try, again. Under 
private management, the New 
York Shoe and Fashion Show 
originally scheduled for the week 
of the Styles Conference, April 
27, was subject to protest by na- 
tional bodies of the trade. The 
dates were lifted to May 18, 19 
and 20. Now the opening dates 
are set June 8, 9 and 10. 

What was promised to be the 
first of its kind for New York is 
no doubt having display-selling 
difficulty as well as date-difficulty. 
There is evidently “show repres- 
sion” in the shoe business, for the 
show record of the year to date is 
not so good, not so good. 

ee * 


J « B. Eberhardt, of 


Punxsutawney, Pa., was recently 
awarded first prize in the Natural 
Bridge Shoe window display con- 
test, held in conjunction with the 
appearance of Nancy Carroll, fa- 
mous motion picture star, on the 
Natural Bridge Shoe Radio pro- 
gram. 

Second prize in the contest was 
won by the Hunt Dry Goods Com- 
pany of Fort ‘Smith, Ark. The 
third prize went to G. V. Harris 
of Belk, Leggett Company, Dur- 
ham, N. C. The prizes were all 
cash awards. 

a 


In eleven large cities, 
including Chicago, the Department 
of Census shows that $71,000,000 
worth of sales were made on store 
stocks worth $19,000,000. And so 
we find that for every dollar of 
stock in these eleven cities there 
was $3.70 of sales power. We also 
discover that for a total popula- 
tion of 5,595,209 people there was 
an approximate vearly sale of 
$13.00 per person—child and 
adult, rich and poor. 
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F or the first time 
in seven years, Daly’s Golden Rule 
factories are now selling their 
products direct to retail merchants. 
They started this new method of 
distribution only a short time ago 
and already have established fifty 
accounts, including some of the 
best department stores in the coun- 
try. 

These factories are said to be 
unique in the industry in that they 
operate under a system of worker 
ownership and are operated on 
capital contributed by the workers 
themselves. The salesmen as well 
as the factory employees are part- 
ners in the enterprise. 

Some other shoe manufacturing 
concerns operate on a system that 
enables employees to share in the 
profits, but in times like the pres- 
ent profit sharing plans are not 
particularly attractive to the wage 
earner. 

Whatever the system of owner- 
ship or compensation, the Golden 
Rule principle of consideration for 


others is a good policy. When 
business is beset with difficulties 
co-operation between management 
and worker is the first essential for 
success. 

* 


After months of 


declining production, the shoe in- 
dustry, apparently, has turned the 
corner and the curve has bent 
sharply upward, as indicated by 
official figures of the Census 
Bureau. The figures and the chart 
that interprets their significance 
will be found on another page. 
They hold out a lot of encourage- 
ment for the remainder of the 
year. In this connection it is 
worth while to remember that the 
drastic declines registered in the 
latter part of 1930 were arrived at 
through comparisons with 1929 
figures, and ’29 set the production 
record for all time in shoes. 

From now on the comparisons 
will be with 1930 figures, which 
are not so hard to beat. 


Mrs. V. (in basement): “I would like to see a pair of those $1.98 shoes in a 


5AA that would fit me.” 
Salesman: “So would 1.” 
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There are two lobbies leading to the new shop. This is 
the inner lobby. The outer, or entrance lobby, is strik- 
ingly decorated in sky blue and silver in futuristic design. 


Hubert Steele, of Birmingham, Believes 
Women Who Like Beautiful Things Prefer 
to Buy Them in a Beautiful Shop 


A new college slipper shop 
opened in Birmingham the last week in March, mak- 
ing a total of nine of these shops operated by Hubert 
Steele, one of Birmingham’s most successful shoe re- 
tailers. All of them are run on the assumption that 
the shoe retail business has gone “millinery,” so to 
speak, and that women now want to match up in 
shoes, have a variety of them and buy often. To 
do this women of limited means must limit the price 
per pair. But they prefer many styles and kinds at 
the cheaper price rather than the old idea of one or 
two standard pairs at a higher price. 

This assumption constitutes in brief the College 
Shop policy. Apparently it has worked well. -The 
College Shops feature only one price, 
quality for the price and a wide selec- 

tion of styles. 

The recently opened new College Slip- 
per Shop, illustrated here, is the most 
élaborate of this group of stores. Mr. 
Steele declares that expansion will con- 
tinue as long as there is demand for it, 
and as long as strategic positions are open 
at right rental prices. The demand for 
further expansion in this case would be 
estimated on the usual cduses of branch 
growth. 

Since women nowadays insist on beau- 
tiful footwear, Mr. Steele assumes that 
they also prefer to buy in beautiful stores. 
The new store is one of those long nar- 
row shoe stores that lend themselves so 
well to decoration and artistic treatment. 
Its length, alone, gives an effect of depth 
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Atmosphere Sell More Shoes? 


and luxury that is most pleasing. The furnishings are luxurious, 
and an especial appeal is made to those caring for the modern art 
in several plaques along the walls over the shoe shelves done in 
modern futuristic style and subject. Two of these plaques, illus- 
trated, are indicative of the general idea of this artistic touch. 

It may seem a small thing, but a rest room, luxuriously equipped, 
is really a great thing in any store catering to feminine patronage. 
This Birmingham shop has one of the most unusual among rooms 
of this kind—a sitting room, lavatory, etc., at the extreme end of 
the store done in an alluring shade of wisteria, with all the little 
furnishings that make these places attractive. 

In talking over the trade of the College Slipper Shops, Mr. 
Steele gave the information that, while the shops feature style 
selection, as the store name implies, there is a large standard trade. 
Standard in this case was meant to include less decided style shoes, 
which would have been considered extreme a decade ago, rather 
than the old idea of standard shoes. The College Shops, according 
to Mr. Steele, enjoy an unusual trade in pumps, the sale of pumps 
alone constituting 35 per cent of all sales. 

[TURN TO PAGE 60, PLEASE | 


Artistic plaques, like that shown at the right and the one at the bot- 

tom of the opposite page, adorn the new College Slipper Shop. They 

are done in modernistic style to carry out the general scheme of 
decoration. 








Interior of the new College Slipper Shop opened by Hubert Steele in 

Birmingham, Ala. Modernistic, but not extreme. The atmosphere of 

the store is restful and inviting. One can well imagine the customer, 
as she leaves, forming a mental resolution to return. 
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THINGS TO DO EACH 


A Calendar for Busy Shoe Men to Help 
Make More Profit Through Planning 





NOW for a BIG month! 

May offers great pos- 

sibilities for the store 
that FIGHTS for business. 
Start off right with a big 
style ad tonight for Satur- 
day’s business, featuring at 
least one “leader value” to 
draw folks into the store. 


FIVE Saturdays this 

month but in most 

States the last one is 
a holiday (Memorial Day). 
Make the other four count! 
See that your windows for 
today are interesting and 
inviting, with every adver- 
tised style well displayed 
and plainly priced. 





NEXT Sunday is 
5 Mothers’ Day. A fea- 

ture window and coun- 
ter display of silk hose in 
white gift boxes, with dis- 
play cards that fairly “talk’’ 
will add many extra dol- 
lars to this week’s volume. 
Wrap the boxes attractive- 
ly, tie with white ribbon, 
and have plain little white 
cards for those who want 
to use them. 





A letter to your mail- 
6 ing list, featuring a 

Mothers’ Day box of 
two pairs of hose at a pop- 
ular price will help sales. 
Make the bottom of your 
letter an order blank which 
can be filled in and re- 
turned to you. Offer to 
make all deliveries on Sat- 
urday of these hose, or to 
mail them if desired. 











CHANGE all your 

window displays today 

so that they will look 
NEW to this week’s shop- 
ers. It’s hard work, but 
requent window changes 
will go a long way toward 
making May BIG! And be 
sure there’s a price ticket 
on every pair in the win- 
dow! Your displays must 
be SELLING displays! 





check your stock? Most 


7 HOW often do _ you 
require 


chain stores 
their managers to check 
stock every week. That’s 
the way they avoid costly 
“outs,” overstocks, and slow 
selling ‘‘shelf-warmers.” Try 
following their example for 
the next sixty days and see 
if it don’t help YOUR 
profits. 





WHY not give a 
Gy Mothers’ Day flower 

to every customer to- 
day? Don’t advertise this— 
just hand the flowers out 
as purchases are made. 
The good-will this will cre- 
ate will more than repay 
ou for the cost of the 
owers. It’s time to begin 
displaying bathing shoes. 








IN most towns 
11 next Saturday will 

be feature as 
“Straw Hat Day,’ the offi- 
cial opening of the men’s 
straw hat season. It should 
also be “Men’s Summer 
Weight Shoe Day.” You 
can make this a big event 
if you advertise to arouse 
interest. Sport Shoe Week 
officially opens May 15, 
but the “big bulge” will 
come Saturday. 





MAKE “Hosiery for 

Mothers’ Day” the big 

feature of your ad in 
tonight’s paper. And en- 
large your hosiery window 
display tonight too. Why 
not run a special on chil- 
dren’s tennis shoes for Sat- 
urday too? Insist that all 
salesmen suggest Mothers’ 
Day hosiery to shoe cus- 
tomers tomorrow. 





PREPARE a series 
12 of “teaser” ads and 

run one or two 
every day in the paper if 
you have a daily. Make 
these ads very brief, each 
with some curiosity-provok- 
ing slogan, such as “Satur- 
day’s the Day!” and “Wait 
Till Saturday for Summer 
Weights.” Set these in big 
type in comparatively small 
space. 





PREPARE an at- 
13 tractive letter or 

folder on Men’s 
Summer Weight Shoes and 
sport shoes featuring your 
most popular price, and ad- 
dress this to your regular 
list and a men’s list too if 
you have one. Have this 
all ready to mail tomorrow 
so it will be delivered on 
Friday. 





HAVE each sales- 
14 man check over his 

personal list of men 
customers and plan to 
phone them tomorrow about 
“Summer Weight Shoe 
Day” and Sport Shoe Week. 
Hot weather is coming. Are 
the electric fans all cleaned 
and ready for the first 
sultry day? It’s time for 
another stock check too! 








PREPARE a big, 
1 5 flashy ad for to- 

night on Men’s 
Summer eight Shoes. If 
possible get your paper to 
lace this ad on the sport- 
ng news page. There 
should be a separate ad for 
women’s styles too, for 
you must ~ oy 4 hammering 
away at this business con- 
stantly during May. 





OF course you will 
16 have a very strik- 

ing Men’s Summer 
Weight window. Use some 
“stunt,” such as two scales 
one showing the weight of 
your lightest oxfords and 
the other a heavy pair of 
Winter shoes. Give every 
man customer a good cigar 
before he leaves the store. 
Make this a MAN’S day! 





May Marks 


the Opening of the 193! 
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justify it this would 

be a good week for 
a May Shoe Event—a sale 
which will give you a 
chance to clean up stocks. 
A little reduction now is 
better than a deep cut in 
July! Start with a good 
window of numbers you 
want to clear, with big 
signs and streamers to give 
the display a sale flavor. 


18 IF stock conditions 


PREPARE a strik- 
19 ing small circular 

featuring your spe- 
cial values. Try printing 
this in light blue on golden- 
rod yellow paper. Mail this 
to your list, and if you 
think it worth while you 
can have the circulars dis- 
tributed from door to door 
too. Make your circular 
brief, and print it in big 
type, with BIG prices! 





REPRODUCE your 
20 circular in the 

newspaper as an ad 
tonight. If your sale is a 
cleanup of many small lots 
it will pay you to keep re- 
arranging the windows 
every day, to get the vari- 
ous sale items up front at 
one time or another. Are 
Summer vacations all ar- 
ranged? 





stock check. And 

while you’re about 
it, how about making a 
general check of the store 
and stock room for fire and 
accident hazards, minor re- 
pax that should be made, 
urned out lights’ that 
should be replaced, fixtures 
that need polishing and 
cleaning, etc. 


21 TIME for another 


THERE should be 
22 a big ad_ tonight 

featuring “Saturday 
Ends Our May Shoe Event.” 
Liven up the windows to- 
night too, moving the num- 
bers up front that you are 
most anxious to clean up. 
An ensembie of smart 
shoes, hose and hand bag 
to match makes a good 
style item to feature and 
many stores are having 
great success with this 
idea. 


HAVE boys place 
23 your sale circulars 
in all parked cars 
today. Be sure and have a 
good hosiery value out on 
a table today, for you'll 
pick up a lot of extra busi- 
ness in this way from shop- 
pers who are attracted by 
our shoe sale. A table of 
and bags, if you sell them, 
will also catch many PLUS 
sales today. 





YOUR _ windows 
2 5 must be entirely 

new today with 
every vestige of last week’s 
sale removed. Put in the 
very smartest display you 
can devise, with cards call- 
ing attention to the com- 
ing week-end holiday and 
the necessity for smart 
footwear for the occasion. 


IF your advertisin 
26 budget will stan 

it send a letter to 
your list today, announcing 
the Approved Summer 
styles, and suggesting that, 
with a holiday approaching, 
smart shoes are a_neces- 
sity. “Approved Summer 
Styles” suggests something 
new, and it is the NEW 
gag women are interested 
n. 


IF graduation is a 
27 June event in your 

town it is time for 
a window and an ad on 
white footwear. In fact, it 
is-time anyway, with Sum- 
mer just at hand. And how 
about a good window of 
children’s footwear featur- 
ing styles for vacation 
wear? Keep hammering 
away in ads and window 
S Men’s Summer Weights 
00. 


TIME for another 
28 store check! Some 

stores find it worth 
while, at this season, to se- 
cure a list of graduates and 
send them a letter offering 
a discount on their gradu- 
ation shoes and hose. If 
you do this, require that 
the letter be presented at 
the time of purchase in 
order to secure the dis- 
count. 








IF tomorrow is a 
29 holiday you should 

have some special 
values today to try to make 
up for the lost day tomor- 
row. Your usual Friday 
night ad for Saturday’s 
business should be used on 
Thursday night, and every 
effort made to _ stimulate 
sales today. 

















Plan 
Effective Windows 
and Ads for 
Sport Show Week 
May 15-22 
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Brown Forges Ahead 


Contrast or Accent Effect Obtained 














New merchandise buds forth 


on the Avenue for spring buying, and the 
styles designed to meet the requirements of the 
season after Easter are everywhere in evidence. 

Brown has increased in popularity because 
of its use in combining or accenting for con-. 
trast effect. The brown kid shoe may be used 
with gray, green beige or blue as well as with 
lighter tones of brown. Brown came through 
at the Paris openings and followed a little late 
in America. Consequently it bloomed into vol- 
ume very suddenly and was instantly taken up 
as a garment color. This happening, with its 
importance as a contrast color, today makes 
the brown shoe next to black in importance. 

Black and brown with white stitching is a 
new development worth watching. White 
stitching on street shoes has come in for a high 
style feature to be followed in all grades be- 
cause of its use and the contrast obtained by 
the combination. Kid in black, brown and blue 
are the biggest numbers, especially when the 
wedge shaped tips or bandings in collar effects 
are styled. Quarter details are also new in 
stitched trims. 


The “Brown Family” 
is in fashion this sea- 
Brown, Prado, Leaf 
Brown, Mooresque. 
son: Plum Brown, Red 
Sea sand and dark 
browns for contrast. 
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in Popular Favor 


Through Use of Brown Kid Shoe 














Black kid is still very fashionable. White 
pipings, collars and underlays are effective and 
will continue through the summer. Finishes 
are brightening up. In many instances the 
same finish is used on leather. The manufac- 
turer has his own methods for brightening or 
dulling according to specifications. 

Swagger brown and tan are selling through 
the East in sub deb types and walking and 
lower heel models. Prince of Wales oxfords 
are selling freely in junior footwear east of 
Chicago. Novel tips are being featured. 

Dark blue is exploited in tailored and dressy 
types. The tailored footwear is banded or un- 
derlaid in white. This theme will continue 
through fall and early winter. Volume is de- 
manding more novelties in lighter shades in 
plain and fancy leathers. Snakes and ring 
lizards are selling in popular priced footwear. 
In the South and West beige and lighter shades 
are registering according to climatic conditions. 

Fabrics are selling in all grades for summer 
footwear, natural linens, combined with leath- 
er, leading. 
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Is Price TOO little think- 

+#2  ~=ing is being done in 

Only Bait? the merchandising of 

a shoes. As a result, 

so much misunder- 

standing has been developed that the 

retail merchant, himself, is largely 

responsible for the general wave of 
price unrest. 

There is no “price” on shoes to- 
day, when immediately following 
Easter dozens of stores rush into 
Easter clearance sales. The practice 
of sales continuously is dangerous. 
There isn’t a store in the United 
States but what needs some regular 
business in the regular selling sea- 
son. 

Why the necessity of so much 
stress on the comparative price ar- 
gument? Stores of this country have 
gone crazy in promising $12 and 
$16 values in shoes worth $4 and 
$5. What else can the public think 
but “wow, what liars.” But the 
wide open statement of steady con- 
cerns is almost as bad—“From our 
regular stock of high-grade shoes 
formerly $10 to $20—now $8.50.” 

The foot knows when high-grade 
stores are offering merchandise be- 
low $10 there is value—great value. 
Price tmit needs no super recom- 
mendation beside the simple state- 
ment of its selling price. 

Hopes have been expressed this 
year that shoe stores might get eight 
weeks of regular selling out of a 
half year of twenty-six selling 
weeks. That’s a small enough seg- 
ment for orderly selling. To make 
any profit for the half year, the 
store must take its fashion-footwear 
and almost double its price for eight 
weeks if it is to later cut the price 
sharply and hope to finish the sell- 
ing season at 33 1/3 per cent gross. 
That sort of merchandising is the 
‘most difficult of all if profit is to 
be had. For that reason we empha- 
size the necessity of holding to regu- 
lar prices as long as possible in 
regular selling seasons, or else com- 
petition will be the death of trade. 


Is it the new strategy to sell at a 
“loss”? As you note, we have put 
quotation marks before and after 
loss. Is this the new theory? The 
store sells many lines. It offers one 
at a loss in the hopes that the others 
will sell at a profit and the work of 
sales conviction is to be done at the 
fitting stool. Then, by the law of 
averages, one loss is concealed in 
twelve lines that gain a profit over 
the mark up. 


T ASK ME 
ANOTHER 


—What is the difference be- 
tween a living wage and an 
economic wage? 


—It is the spread between the 
cost of the bare necessities 
of life and the income that 
will allow the individual to 
enjoy the conveniences and 
comforts of life. 


—What would happen if we 
had only a living wage? 
—Our great industrial struc- 
ture would, generally speak- 
ing, collapse. That portion 
of industry that has to do 
with the production of the 
conveniences and comforts 
of life gives employment to 
millions of workers. Only 
an economic wage can keep 
them employed. When that 
economic wage is threat- 
ened, the whole system is 

affected. 


—How can we maintain an 
economic wage? 


—By scientific management 
that will recognize the fact 
that industry is today more 
dependent upon the pur- 
chasing power of the indi- 
vidual than ever before. 


Everit B. Terhune, 














President 2 


But the fundamental fallacy of 
doing business today “at a price” is 
unsettling the public as to the place 
of your store in their scheme of se- 
lection. Good merchandising cannot 
continue to be opportunistic for be- 
fore long “price” compromise leads 
to “quality and service” compromises 
and then there is nothing in business 
but price. 


Fit by THE simple question— 
Law “How do you know when 
a shoe fits?” has stirred 
> up a controversy in shoe 
stores the country over. 
C. Dudley Goff of Rawlins, Wyo., 
believes that it is a theme funda- 
mental to good shoe merchandising. 
If carried to its proper conclusions 
it would make necessary registration 
of shoe fitters just as oculists, 
chiropodists and pharmacists are 
permitted to serve only after proper 
test and examination. 

“In my own case,” he said, “I was 
not given any instructions in shoe 
fitting but was allowed to blunder 
along for years. The most valuable 
help was given me by an old rail- 
road engineer. He drew the parallel 
of fitting a piston into the cylinder 
of a locomotive, with a normal 
amount of clearance or air space, 
and suggested that in like fashion 
the end of the shoe must have proper 
air space allowance.” 

Along that same line of thinking. 
Elmer J. Bliss of Boston, obtained 
from the statute books the law on 
weights and measures. He found 
out that in the state of Massachu- 
setts it is a punishable offense to 
give “short measure” in any service 
to the public. 

. We could quote hundreds of let- 
ters that have come to us since the 
articles were published on “How do 
you know when a shoe fits?” but 
perhaps the best answer of all comes 
from Harold Slater of New York— 
“A shoe fits when it completely ful- 
fills all the requirements of the 
foot.” 
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Give Thin ALL They Want! 


Thousands of women want corrective footwear . . . but they will not 
sacrifice that charming youthful appearance . . . now it is not necessary 
.. . because 


SI-EN-TIFFICK SHOES 


Do Satisfy the Modern 


Demand for Youthful Style AND HERE'S 
MORE GOOD NEWS! 




















S the name indicates, SI-EN-TIFFICK SHOES are Now! A Complete 
orthopedically correct . . . built over combination Line of 


lasts . . . the patented steel shank supports the arches 
of the foot .. . and Si-En-Tiffick Shoes fit-perfectly. . . . S| - EN _TIFFICK 
Smart simplicity, light, breezy, youthful styles . . . that SHOES FOR WOMEN 


do have eye appeal ... with corrective features... make In AAA’s to EEE’s 


it possible for you “to give them ALL they want.” 
TO RETAIL 


To Retail Profitably at PROFITABLY AT 


$ 


Think of it . . . Goodyear 
Welts with every Si-En-Tif- 
fick corrective feature and 
in widths to sell at $4.00. 

















a 2 nN AY OO — 
SI-EN-TIFFICK SHOE CO. 


Branch of the H. C. Goodman Co 
COLUMBUS, OHIO 
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Ninth in a Series of Defi- 
nite Style Suggestions for 
Spring and Summer by 
Madame Hamilton Jef- 
fries, Fashion Editor of 
“Boot and Shoe Recorder” 
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When She Wears. 
Her First Pumps 








Black Kid, Patent or Reptile 
Leathers Are Now Permissible 


for the Little Girl's Dressy Shoes 


Wat does she want? ... 


what will they choose for her and what 
will she choose for herself? 

It was not so many years ago that mother took the 
small daughter by the hand and chose a nice broad- 
toed one strap for her dressy footwear. Of course 
the one strap is the shoe for this little person. It 
holds the foot in place, it is easy to put on and it 
looks correct for the little person who wears it. 

But daughter has seen mother’s pumps and older 
sister Mary wears pumps. In fact, everyone wears 
pumps. And so “why can’t I?” A pair of pumps 
are placed on the little feet to be worn for parties 
and for every ‘other occasion. 

Shoe making has changed during the last five 
years. It wasn’t so long ago that pumps yawned and 
gaped even in the better grades. Today even the 
cheapest pumps fit and hug the foot so well that 
there is comparatively little hazard in placing them 
on the feet of the young. 

Merchants have found that black kid in this type 
of footwear sells as freely as patent, here again 
showing the influence of a grown-up trend of fash- 
ion. The new use of reptiles in children’s footwear 
and the tiny buckles and bows all sing the little song 
of fashion and extra merchandise. 

We might well remember that children have long 
memories about those who served them in childhood. 
And the children of today are the customers of to- 
morrow. Build your children’s business well and 
the future business will take care of itself. 


be df 
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THAT BETTER SHOES 


LAN BE SULU 


NUNN-BUSH SALES METHODS PROVE 
THAT THERE IS A BIG MARKET FOR in. command. 
$10.00 AND $12.50 SHOES. e 


ANKLE-FASHIONED OXFORDS 


. ° : : express forceful personality 
Nunn-Bush is proving to doubting merchants all over the dah: dldaley aiid cocnestinnes 


country that there is a big market for these $10—$12.50 shoes. Ankle - fashioning makes them 
b ‘ P a keep their smooth, trim lines 
Merchants are being convinced én their own stores that a ma- —fit more snugly at the ankle. 


jority of their customers prefer Nunn-Bush Ankle-fashioned He garping—-ne doping 


Oxfords when their advantages are demonstrated. The proof e 
See the shoe for YOUR type—send for 


lies in actual sales. Style Book. Departmen! P, Nunn-Bush, 
Milwaukee, New York, San Francisco. 


Ankle-fashioning is what makes Nunn-Bush Oxfords easier to 
sell. When your customers try them on, they will see and feel MOST STV LES A 
the difference. ; ff 


Nunno-Bush national advertising in the Saturday Evening Post, 
Collier’s, American Golfer, and other publications is educat- 
ing millions of men to the style, fit and comfort features offered 
by Ankle-fashioned Oxfords. It is helping to broaden the 
market for these better shoes throughout the country. 


NUNN-BUSH & WELDON SHOE CO. 


MAKERS OF MEN’S FINE SHOES EXCLUSIVELY 
MILWAUKEE NEW YORK SAN FRANCISCO 


Complete Stocks At All Three Locations 


a 
101 PAIRS OF SHOES SOLD IN ONE DAY $850-510 +819 50 
In one day, in a small Georgia town, a Nunn-Bush dealer sold 101 
pairs of Ankle-fashioned Oxfords. All but 3 pairs were of the $10 ’ ' 
and $12.50 grade. This merchant now knows that better shoes can N unn-B us h 
be sold in his store. Unusual records made in many other average : 
Ankle- fashioned 


stores throughout the country show that Nunn-Bush therchandising 
can sell better shoes in YOUR STORE. Ask for information. OXFORDS 
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Untit to Print 


Varnished Untruth About the Shoe Business 
as Told to a Reporter Who 
Believed Everything 


Bi Ala.—On account of the (hot, cold, wet, dry, season- 
able, unusual) weather, business this year was very (good, 
bad, exceptional, or —-———————-)._ (Correspondent must 
check particular alibi being used this year. This is a sure 
fire hit.) 

“This Easter’s business proved to be the best in our his- 
tory,” said Heza Lyer, the leading shoe man. 

x * x 

Alarm Clock, Ariz——‘Good times are just around the 
corner, talking with the sheriff. The foregoing and other 
conditions now prevailing in the money market portend a 
very fine spring business,” said Shifting Pile, president of 
the Desert Sand Bank, in an illuminating interview. 

a 

Mt. Arrat, Ark.—The Easter parade was the most color- 
ful one in history. Dove gray led the fashion parade, while 
the importance of Gumbo Mud was most apparent. Later 
it was discovered that the white spots on Mrs. Noah’s new 
short gown were due to mildew and the shortness of the 
gown to the recent damp weather. 

. * 

Coolidge, Cal—vThe new note in men’s apparel intro- 
duced by a celebrated columnist and consisting of blue and 
white jumpers with milk caps in place of buttons was con- 
sidered a most daring sensation. 

e059 

Late, Col—Never before have evening slippers been so 
beautiful or so practical, especially those designed for ice- 
box raiding. Those provided with a non-puncturable in- 
nersoles lessen the stray tack hazard, while the oil cloth 
non-spatter vamps are a great forward stride in designing. 

* * x 

Cracked, Conn.—Chicken styles in .active and spectator 
sports with dainty open-wire work proved to be the sensa- 
tion of the local Easter styles. Most of these types had 
drop heels. Small reptile and angle worm trimmings were 


favored by many. 
ee ae 


Plenty, Ill—-Before Easter business was the best in this 
city’s history. Three fires, four robberies, seven failures 
and nine suicides marked a grand total as yet unequalled. 
The pineapple industry has declared an extra dividend. 

* * * 

Production, Mass.—A forward pass into Spring business 
- was defeated by interception of the backward buying. To 
counteract this, Hyrum Harris launched his Mid-Summer 
Sale in April. Hy always was progressive. 
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IN STOCK 


E514—“Brownbilt Foot Breezers” 
Men’s Smoked Elk Lace Oxford, 
Black Calf Trimming, Plain Toe, Ven- 
tilated, Foot-Breathing Insole, Single 
Sole, l-inch Rubber Heel, Welt, Ma- 
jestic B/C Combination Last. 
B 6%-11, C 6-11, D 5-11 : , 2 
E516—Same with Tan Calf Trimming. Lift your anchor and set your sails for 
Same Sizes and Price. the prevailing “Breeze.” Get on deck 
with the “big shots” . . . the biggest, 
newest idea in the men’s sport shoe 
world ... at last the “4th dimension” 
the “extra pair” and the “new 


demand.” 


Place these new Foot Breezers “on 


the spot” and take your competition 
“for a ride.” Acclaimed nationally as 
the greatest “scoop” in men’s shoes. 


Be the first in your community with 


Foot Breezers... Brownt “Foot Breezers.”’ 
Let the ultra violet rays of the sun , ‘ 
ae Yes, indeed, business can be had! 


Permit “air-cooling.” 
Let the feet “breathe.” 


Vagiaed ma Foo oe wot EQUI VUSs GOWIGITA 


Are dressy and smart in appear- 2 
ance. Manufacturers St. Louis, U. S. A. 


Are excellent for men _ troubled 
with “athlete’s foot.” 


Exclusively featured by Brown Shoe Company under Patent 
Number 1772340, Aug. 5, 1930. 
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| ARNOLD steps out 


¥ 


Something has happened to Arnold policies of vital interest to every retailer of 
fine shoes. It widens the Arnold dealer’s market. It will provide the needed stim- 
ulus to sales, increase turnover, change the profit picture. Arnold steps out and 
answers the demand of new times, new conditions. 


© NEW PRICES 


People are just as interested in buying quality shoes as ever, but with the average 
income reduced, buying has been curtailed. The problem has been to readjust 
costs to meet these conditions, to find a way to produce a $12.50 retailer to sell 
for $10 and Arnold has done it. Through vigorous analysis of production and 
purchasing and through rigid economies, Arnold men’s and women’s quality 
shoes with the famous Glove Grip feature may now be sold at a new retail price— 


$10.00 


Furthermore, we have gone another step. We announce a brand-new line of 
men’s and women’s Glove Grip shoes with real Arnold style and quality which 
will tap an entirely new market at this low price— 


$8.50 
ARNOLD AUTHENTICS . . . GOLF AND SPORT SHOES 


Built by golfers who play good golf — and by shoemakers who make good shoes 
—these Arnold Golf and Sport shoes really deserve the name Authentics. They 
are offered with Arnold riveted-in spikes, or the new slip-proof scientific, and 
strongly advertised Darex Soles. Arnold Authentics have won much attention 
because of their style, fit and quality. They are aggressively advertised by leading 
retailers as well as ourselves. And now both men’s and women’s Authentics can 


be sold at— 
$10.00 — $10.50 


Neither dealer nor manufacturer can successfully ignore conditions beyond his 
control which vitally affect his market. The conditions today offer both a chal- 
lenge and an opportunity. Success can come only through readjustment. Arnold 
accepts the challenge and presents the opportunity. It is up to you to capitalize 
upon it. 
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WITH A NEW OPPORTUNITY 


e NEW ADVERTISING 


In impressive full pages, with an aggressive all season campaign, the Arnold story 
is being told to the public — who want and can buy this quality of shoe. Beauti- 
fully and forcefully illustrated, these pages emphasize those qualities which are 
so well known to both dealers and consumers, This advertising appears in: 


GotF ILLUSTRATED 
THE SPORTSMAN 
THE AMERICAN GOLFER 


© WRITE FOR 


VANITY Fair 
HarPeEr’s BAZAAR 
THE New YorKER 


INFORMATION 


We want to tell you the full story. We want to show you how you can hitch your 
sales to a nationally known line now easier than ever to sell.,We want to give you 
the attractive profit and repeat picture which is being capitalized on by stores 


noted for their leadership. 


A FEW OF THE STORES FEATURING ARNOLD AUTHENTICS 


Fifth Ave., N. Y. C. 
Westchester at Mamaroneck 
Long Island at Garden City 
New Jersey at East Orange 


DavENpPorT HorTEL Sport SHOP 
Spokane, Washington 


Best & CoMPANY 


DeArcy’s Boot SHop 
Des Moines, Iowa 

L. S. DoNALDSON Co. 
Minneapolis, Minn. 


EasTMAN Bros. & BANCROFT 
; Portland, Me. 


Wo. Eastwoop & Son Co. 
Rochester, N. Y. 


Dayton, Ohio 
Lexington, Ky. 
Sioux Falls, S. D. 
Altoona, Pa. 
Denver, Col. 
Albany, N. Y. 


ELDER & JOHNSTON Co. 
Empry & Co. 

FaNnTLE Bros. 

WiiraM F. GaBie Co. 
THE Gano-Downs Co. 
GOLDEN’s BOOTERY 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, 
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Boston, Mass. 


St. Paul, Minn. 
Baltimore, Md. 
Pittsburgh, Pa. 


THE GoLpEN RULE 

N. Hess’ Sons 

JoserH Horne_ Co. 

THe EpwarbD MALLEY Co. 
New Haven, Conn. 


ParkK-BRANNOCK Co. Syracuse, N.Y. 


_SCRUGGS, VANDERVOORT & BARNEY 


St. Louis, Mo. 


Waker Dry Goons Co. 
Wichita, Kansas 


Woopwarp & LoTHRoP 
Washington, D. C. 


JoHN WANAMAKER Philadelphia, Pa. 


Arnold Glove Grip Boot Shops 
Detroit, Mich. 
Toledo, Ohio 
Pinehurst, N. C. 
Hyannis, Mass. 


Kansas City, Mo. 
Seattle, Wash. 
Dallas, Texas 
Canton, Ohio 





MASSACHUSETTS 


OR ENCOURAGING 





PASTIME 
In Stock No. K-684. . 5255 
Black Kid vamp and quarter. Gray 
Snake . 15/8 covered euban 


heel. 142 last. 
Widths AAAA te D = Sizes to 10 





HAVEN 
In Stock No. K-670 . . 5855 
Black Beauty Kid. 14/8 covered 


Widths AAAA to D = Sizes te 10 





Sfandards ce 


( 
Chant 


Bran OL 








WL 
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CUSTOMERS TO“REPEAT™ 
LAPE an» ADLER 


FEATURE 


Kibby kid 


IN “FOOT FRIEND SHOES" 


“We find Ruby Kid easy to use in our Foot Friend 
line, because it makes it easy for us to maintain the 
quality standards which we promise the public in our 


advertising.” 
—tLape and Adler. 


No one appreciates better than a modern minded firm such as Lape and Adler, 
of Columbus, Ohio, the vital importance of repeated leather value in making 
confidently repeating customers for their FOOT FRIEND shoes. 


Therefore, we appreciate just as definitely the significance of their having fea- 
tured RUBY KID for so long in FOOT FRIEND Shoes, and especially their state- 
ment which we are permitted to publish above. 


Lape & Adler carry an extensive stock of FOOT FRIEND shoes, of 
which we are showing two of the numerous styles stocked in RUBY 


KID. 


LIGHT ON YOUR FEET 





EVANS LEATHER 
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E vcellence within the shoe ~ 


Manufacturers of all grades of footwear are con. 
fronted with the same problem — how to give the 
wearer the most quality and style for the price asked. 
Celastic, long the choice of makers of high-quality 
shoes, is now finding universal favor among manufac- 
turers of popular-priced footwear. Perfect reproduc- 
tion of the style lines of the last, plus the comfort of 
a toe free from ridges and loose linings, enable manu- 
facturers in all price fields to offer their customers 
greater footwear value. 


UNITED SHOE MACHINERY CORPORATION 


@ 


THE QUALITY BOX TOE 
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You can’t ft them both 
with a 4B 


SIZE UP or give up a ready-made customer 


USINESS isn’t falling into our laps. Let’s work 
for it. Let’s learn a new trick now while we 
have the time! 

First, let’s cut out that losing proposition . .. UN- 
ABLE-TO-FIT. It sends your ready-made Daniel 
Green customers to your rivals. 

FOLLOW THIS TIP and keep them all for yourself. 
‘Chart your styles...limit your colors with care. 
‘Then, keep your stock well sized. It takes less capi- 


tal and it brings twice the turnover...every day 
of the year. 

Show your style by getting a quick start in Daniel 
Green’s new Paris-sponsored Leisure Slippers. 

Your customers with money to spend have seen 
these slippers in leading magazines. They adore 
the styles . .. want their springtime freshness. 

Remember this . . . replace dead styles with new 
ones in new colors and size up frequently. 


Daniel Green Cus tomers Are More- Than- One-Sale Cus tomers 


DANIEL GREEN LEISURE FOOTWEAR 


‘THE DANIEL GREEN CO., DOLGEVILLE, N. Y.— NEW YORK CITY, 331 MADISON AVE.— CHICAGO, 29 E. MADISON ST.— BOSTON, 10 HIGH ST. 
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STRAIGHT LINE ROUTE 





There is a definite tendency today on the 
part of important business men who have 
the “say so” as to advertising expenditures 
to dig into the fundamentals of advertising 
with the purpose of determining just what 
advertising can do to help them attain their 
objective of “more sales” and “reasonable 


profits.” 


They view with considerable uneasiness 
the long mortality list of those concerns that 
“dove into” the advertising maelstrom with- 
out definite, intelligent preparedness—and 
sacrificed, as a result, large sums of money 
by not doing the job as it should have been 


done. 


They view with envy the lesser list of 
concerns that have done a real advertising 
job in a safe and sane advertising manner 
and have reaped desirable results therefrom, 


By comparing successes with failures they 
recognize beyond a shadow of a doubt that 
the DEALER is their real customer, although 
he is so close to them that sometimes they 


have forgotten him. 


They recognize that the DEALERS’ 
favorite publication—in this case the BOOT 
AND SHOE RECORDER— is the logical, 
practical and most inexpensive method of 
reaching the Dealer; although the Recorder 
has been so close to some of these manufac- 


turers that they have oftentimes forgotten it. 





W 


They recognize also, as Mr. Ray Sherman 
so aptly says, that “every dollar spent in 
selling the trade adds many dollars to the 


_value of consumer advertising appropria- 


tions.” “That the business magazine reader 
is a key factor in passing the goods to the 
consumer. If he endorses a product, it sells; 
if he condemns it, it dies.” “That there 
never comes a time when a company can 
afford to neglect the people to whom it sells 


its goods.” 


Those of us who, at school, struggled 
through the intricacies of geometry, remem- 
ber one of the first principles of that science 
—‘a straight line is the shortest distance 


between two points.” 


Just so should the Boot and Shoe Recorder 
be considered in relation to any publicity 
plan directed towards the Dealer. It is “a 
straight line, therefore the shortest dis- 
tance” between the Producer and the Dis- 


tributor. 


And the neglect of this “straight line’’ 
route may mean the ultimate dislocation of 
the entire advertising plan. Its serious use 
means more dealer contacts, closer dealer 


contacts, more sales to better dealers. 





Leut-&. ot 


President. 


TO DEALER INTEREST 
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not an 
opinion 
of your 
shape ... 





Lor, 
FG sey 
\ oe" 
or 
7 
“¢ 


7s 
-O ory vroe 


(expostu lated the 
conscientious clerk) 


no... certainly not... preposterous... 
unthinkable . . . I wouldn’t have the 


temerity to say such a thing. ... 


What I said was that Miller Trees shape 
others’. opinions of you by keeping your 
shoes in shape. 


Yes ... quite so... a moulder of public 
opinion. You’ll take a pair? 


Oh!...two pairs! Yes, yes...our boy will 
deliver them. 


O. A. MILLER TREEING MACHINE Co. 
BROCKTON 
MASS. 


MILLER 
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The Sherwood Shoe Company 


SHERIMODE Announces SHERIMODE 


Deze SHERIMODE Shoes Pate Wels 


\ $7.50 to $10.00 


to Retail 
$10.50 to $12.50 J 














SHERIMODE 
IN STOCK 


The Sugar The Spier 
B 775—Blue Kid with genuine Black and B 774—Dull Mat Goat, with Grey Perl lustre 
white Jaya Ring Lizard and Grey Pearl Kid Kid strap, genuine Black Lizard Trim; 161 
plug 161 Last 16/8 Covered Heel $5.85 t, 16/8 ——? Heel 
pas 30° o Ae 5 to 9; A 4% to 9; B 3% to AAA 5 9; AA 5 to 9; A 5 to 9; B 4 to 9; 
9; C 2% to 7%. 0 9. 
The Swan 
777—Demi Black Kid, Grey Pearl Lustre 
- Lizard side tab; 256 


to 8%: "alain 
aie ics: B 3 to 8; C34 t 


The Sugar 

The Spits B 783—Genuine Sea Sand Snake Perl Kid 
B 776—Semi-Dull Black Kid, Ring Lizard p mel Strap, 161 Last, 16/8 yy 1 
Strap, a Black Inlay, 161 Last, 16/8 AAAA 5% to 9; AAA 5 
ered S10 A 3% to 9; B 3% to 8; C 4 to 
AAA 5 to 9 AA 5 to 9; A 4% to 9; B 4 to 9; 
C 4 to 8%. The Scamp 
4 am Dull Mat Guat, 161 Last, 16/8 Covered 

ee; 
rye ty AA 5 to 9; A 4% to 9; B 4 to 9; 
C 4 to 8%. 


The Eton 
Bi Mn Cen Bk 
im, as' 
The Leland thy Ay 


B 77i—Semi-Duli Black Kid, Ring Lizard 
Calf Lace our Em A + & Kid Vamp Collar, The Tess ane 5 to 9; AA 5 to 9; "A'S to 9; B 4 to 9; 
AAAS to 9: ‘AA 5 109; A wr to 9; B 4 4 B 778—Demi Black Kid, on Grey Ae h ores 
9: C 4 to 9: D 4 to 8%. Lizard Trim, 161 Last, 16/8 ered Heel. $5.10 

‘. ? Mee 6 He Aa Sto 85 A He 1 8: B 4 to 


The Tona The Quenie 

8 773—Demi Dull Black Kid. Genuine Black B 779—Demi Black Kid Front Gore Ornam The St. Andrews 

and White Java Ring Li: trimmed with Rajah Lizard, 161 Last, 18/8 B. S&S 772—Camel Elk, rr Basen Trim, 
161 Last, ios wYry Hee 4 $6. Covered Heel of 98 Last, 9/8 Rubber Heel an 50 
AAAA to 9; AAA & te $: AA 4% to 9; AAAA 5 to 9; AAA’ 5 to 9: AA 4% to'9; A AAA 5 to 9; AA 5 to 9; hd 10 9; B 4 to 9; 
rentis eax 4 to 9; B'S to 8; C 4 to 8 Of to 8. 


Terms: NET 30 Days 


25 cents per pair extra on all orders for less than 3 pairs 


SHERWOOD SHOE COMPANY 
ROCHESTER, N. Y. 
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SHOES IN-STOCK 
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BOOT AND SHOE RECORDER 
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Using In-Stock to Sell More Pairs 


A great many shoe merchants 
recognize fully the usefulness of the manufacturer’s 
in-stock service but regard it chiefly as a convenience 
in buying, to be taken advantage of now and then 
when some sudden. emergency demands shoes in a 
hurry. They do not seem to appreciate that in-stock 
can also be a tremendous aid in selling, provided the 
retailer understands how to make use of the factory’s 
service for this purpose. 

This is an age in which merchandise must be timed 
to the moment. The store that sells the shoes is the 
one that can deliver to the customer the particular 
style and type that is wanted on the day when it is 
wanted. In-stock helps to make this possible, but not 
if the merchant uses it merely for an occasional fill-in 
order. 

The retailer who decides to take full advantage of 
the manufacturer’s in-stock service must rig up his 
merchandising practice so that he will be open to buy 
the shoes that are timely and will thereby be enabled 
to present a succession of new offerings to the public. 
It can be accomplished only by keeping his own 
stocks clean, and the way to do this is by making 
use of a good stock record system adapted to the 
needs of the store plus a carefully planned method of 
sales promotion. that will keep shoes moving off the 
shelves. 

A style well bought is unquestionably half sold, and 
to buy well from in-stock merchants must study care- 
fully the trends in consumer demand on the one hand 
and the sources of supply that offer merchandise to 
meet that demand on the other. 

Modern shoe retailing isn’t a leisurely occupation 
under any circumstances. When a merchant elects 
to seek increased sales and extra profits by the in- 
stock route he must speed up his merchandising oper- 
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ations all along the line. Some retailers think of in- 
stock as an aid to lazy buying. They think that by 
using the stock department they can hesitate some- 
what longer before making up their minds as to what 
styles will sell, then jump in at the last moment when 
the trend has actually revealed itself and cover their 
actual necessities from stock. 


"Fie wise in-stock operator 
doesn’t work in that way. He studies the advance 
trend as carefully as the merchant who buys virtually 
all of his shoes to be made up. He keeps his stocks 
clean by giving constant and painstaking attention to 
window displays and by advertising in the ways that 
he knows from experience are effective in producing 
direct sales. He reads the advertising and studies the 
catalogs of manufacturers and wholesalers operat- 
ing in stock departments to acquire a complete famili- 
arity with the sources of supply for types of shoes he 
needs. And then he times his buying so as to have 
the shoes his public wants when they are wanted. 

Used with intelligence and discrimination, the in- 
stock service of shoe manufacturers and wholesalers 
thus points the way to increased profits in hundreds 
of retail shoe stores throughout the country. 

This season in-stock will be a veritable life saver to 
many merchants who have delayed buying of summer 
footwear. The exigencies of the current depression 
have caused most retailers to make special efforts to 
reduce stocks to the lowest point consistent with abil- 
ity to supply customer wants. Many will find that in 
their eagerness to curtail inventories they have under- 
bought. Fortunately, wanted types of footwear are 
available for immediate delivery and merchants who 
find their stocks inadequate will be able to replenish. 





ork Pe ee 
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Budget Control Solves Reta 


Stock Problem 


How a California Merchant Succeeded 
in Reducing an Inventory that Was 
Topheavy and Speeding Up Turnover with 
Consequent Increase in Profit from Opera- 
tion—A Method of Control in Tune with 
the Trend of the Times and an Anchor to | 


Windward in Periods of Business Stress 


Budget buying has solved the 
problem of stock turnover for the two stores of the 
Boldrick Shoe Company of San Diego, Cal. One year 


ago an inventory revealed an immense stock on hand, 
and the fact that one time turnover had not been ac- 
complished in the preceding year. Inauguration of 


the budget buying system followed, resulting in a 
two-and-a-half times turnover in the ensuing twelve 
months. 

Intelligent use of the manufacturer’s in-stock de- 
partment makes it relatively easy for a merchant to 
regulate his buying on a budget basis. The Boldrick 
Company’s method of applying this budget system is 
to buy new stock in the amount of not more than two- 
thirds the sales value of the stock previously sold. By 
maintaining an average sales price of, for instance, 


$7.50 for shoes that may have cost $5 wholesale, a 
profit of 33 1/3 per cent is established. 


This system, according to W. T. Boldrick, president 
of the company, not only keeps the stock cleaner and 
makes for a fast turnover, but is an anchor to wind- 
ward whether or not business is booming. By keep- 
ing a weather eye on business conditions and main- 
taining a firm control over stock purchases the stores 
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W. T. BOLDRICK 


President, Boldrick Shoe Company 
San Diego, Cal. 


proceed, under the budget buying plan, parallel with 
the trend of the times. 

Mr. Boldrick who, with his brothers, G. F. Bold- 
rick, vice-president, and J. E. Boldrick, secretary- 
treasurer, organized their firm seventeen years ago, is 
emphatic in his opinions regarding the needs of the 
retail shoe industry as a whole. 

“It’s crying need today is efficient help—efficient 
and well informed. It seems that other industries are 
solving their problems through education. It is time, 
I think, for the shoe industry to sponsor an educa- 
tional plan, not only for the enlightenment of young- 
sters about to enter the shoe selling business but for 
some of us older heads as well. No matter how long 
we have been in business, all of us. may learn some- 
thing in these days of rapid advancement.” 

One of the Boldrick stores caters to women only. 
Modern features and equipment give this store full 
right to be called a “shoe salon.” 

“The power of suggestion, especially in handling 
women customers, is the force that puts over the 
sales,” said Mr. Boldrick. “Her viewpoint and. ec- 
centricities must be accurately judged on short notice. 
These must be skillfully handled to smooth the way 
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UPTOWN SHOES 


~ for the man about town 





A STAR BRAND SHOE 


A Specialty Line of 


SIXTY-FIVE STYLES 


that sell at 
No. 1923 


$ ) AND 
Dulled:Calf, Wing Tip Lace Ox- 


ford over the Carlton Last. Same Yielding an average mar.-up of 

pattern in Color 251, Dull Finish 

Brown Calf. Priced at $3.25. better than 35% for dealers, Uptown 
Widths A to D 





Shoes are profitable to sell. 
See ee 


A complete specialty More than that, Uptowns are styled 
line of 65 shoes ; 


50 numbers for Men— 


to satisfy the tastes of the most exact- 


37 to retail at $5.00— P 4 7 
13 to retail at $6.00. ing...and certainly they are built to 
15 numbers for Boys ‘ ‘ 
and Youths to retail a high standard of quality, for they 
at $3.50 and $4.00. ‘ Z 

Solid leather construction. come of a mighty good family... 


Complete floor stocks. 


“Star Brand” Shoes. 





ROBERTS. JOHNSON § RAND 


ranch of international Shoe 





St. Louis, Mo. 


‘**STAR BRAND SHOES ARE BETTER”? 
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An unusual store interior, whose lofty altitude not only contributes to an impressive appearance but provides extra space for stock. 
The Boldrick fine shoe salon at Sixth and C Streets, San Francisco 


for the sale. A domineering or bulldozing salesman 
will not do; mere courtesy is not enough. A little bit 
of every good quality in a man: courtesy, tact, atten- 
tion, plus that most powerful factor, intelligence, are 
needed. 

“The modern age has changed old ideas in the shoe 
business no less than in any other. New ideas and 
progressive thought make the question of help an 
acute one. A good salesman is born, not made. He 
must be a student of human nature as well as a human 
encyclopedia of shoe values and information.” 

Never lacking prospective customers in his stores, 
Mr. Boldrick declared that he benefited by consum- 
mated sales only to the extent of the ability and in- 
telligence of his salesmen. 

“This same idea governs our advertising. Our 
budget for this is formed not only on the usual basis, 
but on the efficiency of our help. In other words, 
dollars spent on elaborate advertising schedules are 
dollars thrown away if our salesmen are unable to 
make purchasers out of prospects once they get into 
the store. 


“Naturally, we always try to maintain a force of 


highly efficient salesmen. But this is something not 
always within our control. We can but employ the 
best help available. If there are no men at hand alive 
to all the intricacies of the shoe business, we have no 
recourse but to employ the next best. This is when 
we keep special watch on the efficiency of the sales 
force and a hand on the control lever of the advertis- 
ing budget.” 

Personal contact with as many customers or pros- 
pects as possible is the aim of the Boldrick brothers, 
both at their women’s shoe salon, under the trade name 
of Boldrick’s Fine Shoes, at Sixth and C Streets, and 
at the family shoe store, called the Boldrick Shoe 
Company, at 946 Fifth Avenue where, seventeen years 
ago, they opened their first store. 

Mr. Boldrick speaks for his brothers, too, when he 
says: 

“My office is at my store’s front door. Let the 
clerk or bookkeepers do the routine office work. Office 
hours, for me, are from the time the doors open in 

- [TURN TO PAGE 60, PLEASE] 
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SHOE 
Vm ud 





EXTRAORDINARY MODELS 
' for 
SPRING and SUMMER 


to retail at 


-FOUR and FIVE 
DOLLARS 





AUGUSTA, MAINE—2 FACTORIES—GARDINER, MAINE 
R.P. HAZZARD COMPANY 


General Offices: Chicago 
Salesroom Representative 


119 Lincoln St. Gardiner, Maine 209 S. State St. 
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Can My Store Sell Sport Shoes? 


You May Tell the World It Can IF You Say It with Advertising, 
Window Displays and Suggestive Selling in Sport Shoe Week 


Minions of men, women and 
children all on the move—all on their way to enjoy 
the summertime out of doors—each thinking, plan- 
ning to be out in the open as much as possible— 
each a prospective customer for outdoor footwear! 


{2 IDEAS TO 


The interest is there—the de- 
sire is there—the need is there. 
Minds are receptive. The main 
idea left for you to sell to the 
outdoor enthusiasts of your 
community is that YOUR 
STORE is the best place to buy 
sport shoes—for spectator or 
player. 

Right at the start of the sea- 
son your audience of prospec- 
tive customers is greater by far 
than it will be later, after many 
have supplied their needs. 

Concentrating on the big idea 
at this opportune time will 
bring immediate returns and 
register an idea that will make 
your regular summer advertis- 
ing of sport shoes just that 
much stronger. 

And the unfortunate fact 
that so many shoe stores pass 
up the chance will make the 
store that does put over 
SPORT SHOE WEEK in an 
enthusiastic way all the more 
outstanding as the sport shoe 





PROMOTE 
SPORT SHOE WEEK 


MAY 15 TO 22 


1—Show NEW styles, as well as standbys 
in sport shoes. 

2—Have unit displays of shoes for vari- 

ous sports, each with appropriate 

setting. 

3—Have sport shoes displayed in the 
store. 

4—Arrange a style show of sport shoes. 

5—Use pictures of sport celebrities (lo- 

cal if possible) in your windows. 

6—Send out invitations to visit your store 
during sport shoe week. 

7—Have folders on sport shoes to include 
with letters and in packages. 

8—Send letters about appropriate sport 
shoes to members of various 
sport clubs. 

9—Plan a series of sport shoe week ads 
for the newspapers. 

10—Have short radio talks by well known 
sports people. 

11—Make talks on correct sport shoes be- 
fore different clubs. 

12—Make it a cooperative affair—get all 


the merchants you can to par- 
ticipate. 





center of the community for the 1931 summer season. 

You must have good stocks and good styles, 
carefully selected to meet the requirements and an- 
ticipated demand. To arouse anticipation and then 
disappoint them, leaves a very bad impression—loses 


customers. 

You must plan. A haphaz- 
ard promotion quickly reveals 
the lack of enthusiasm and 
interest and the prospective 
customer, quick to sense it, 
takes no interest whatever. 

Furthermore, planned pro- 
motion achieves results with 
less expenditure, because plan- 
ning is based on ideas—and 
good ideas will sell shoes with- 
out extravagance in promotion 
—either in advertising or dis- 
plays. (Suggestions page 40.) 

The Boor anp SHOE Re- 
CORDER offers a number of sug- 
gestions, from which you can 
select those which are adapt- 
able to your facilities. Before 
you pass up any of them con- 
sider carefully if you can use 
them. Most of them can be put 
across with small expense— 
though some of them require a 
little work. 

After all, work, properly 
directed, gets best results. 
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Keds — 
DELIVER! 


And this season is no exception! Keds advertising and mer- 
chandising plans, Keds dealer helps and the Keds line are 
better than ever before. The Keds line you know! Keds 
dealer helps you have seen! Consider now the Keds 
merchandising and advertising program: 








Keds advertising in the comic sheets. What youngster can resist the “fun- 
nies?” A forceful campaign, nation wide in scope, brings millions of Keds 
messages to the users of Keds and their parents! 


say 
e 


Keds advertising in boys’ and girls’ publications—intensive development 
of this rich Keds market—Keds advertising in the youngsters’ own maga- 
zines. 


~ 


Keds Radio . . . dealers everywhere have asked for it. Here it is. Keds are 
@ onthe air! The Keds music, the Keds fun and the Keds story will attract 
tremendous attention—and sell Keds for you. 


Keds Saturday Evening Post advertising. .. . Once more the strong selling 
messages of Keds will impress the millions of readers of this great weekly. 


bh WwW 


Keds Wire Haired Fox Terrier Contest. .. . The Keds Dog Contest is with 
us again for 1931, bigger and more popular than ever before. . . . Dealers 
everywhere will profit by this nation-wide prize contest for youngsters. 


wm" 


Keds Local Contests. . . . Three of them, never better, more interesting. 
Your own Keds Contest in your own store. Each one of them tried, tested, 
proven sales and profit builders. 


Keds Window Displays. . . . The Keds “Gang” display and the Keds 
DeLuxe display are back in the Keds sales program again. Countless 
dealers have asked for them! Need we say more? 


NO 


od 


Keds dealer helps:—the best we have ever produced. . . . The Keds Hand- 
books of Sports and Games; the Keds sale booklet “Your Five Ways to Sell”; 
the Keds electro and mat service; known, appreciated, used by dealers 


everywhere. 


2 


Keds souvenirs—plenty of them, simple, easy to handle, effective and they 
all sell Keds, 


S © 


The exceptional service facilities and resources of the 


United States (iy 


AGAIN for 1931, the Ked Wire Haired Fox Terrier Contest will 
attract nationwide attention. This year’s contest promises to be an 
even greater success than last year’s. Be sure to include the Keds 
Wire Haired Fox Terrier Contest in your sales plans for 1931. 


Rubber Company 








THERE IS NO SUBSTITUTE FOR KEDS IF YOU ARE THINKING IN TERMS OF PROFIT 
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What’s YOUR 
———Sport ?——_ 


HIKING? 


Whether you enjoy a stren- 
uous fifteen-mile ramble with 
a pack on your back, or a 
five-mile easy-going stroll— 
you will enjoy seeing what’s 
what in hiking and walking 
shoes during 


SPORT 
cee | 


WEEK 
MAY 15-22 


Come! Sport shoes for every 
summer activity (including 
comfortable loafing) are spe- 
cially featured. 


STORE NAME 

















What’s YOUR 





TENNIS? 


For speed and safety you 
want ground-gripping foot- 
protecting tennis shoes. Both 
the new 1931 styles and the 
“stand bys” are shown here 


for 
SPORT 
SHOE 
WEEK 
MAY 15-22 


This whole week is devoted 
to the special showing of 
sport shoes for men, women 
and children. Come! 


STORE NAME 








What’s YOUR 





Ran 


CAMPING? 


Canoe moccasin, camp ox- 
fords, hiking boots, waders— 
whatever you require in dur- 
able, comfortable camping 
footwear. Come and see our 


showing for 
SPORT 
se 





WEEK 

MAY 1522 
Sport shoes for every out- 
door activity are specially 
featured during this event. 
Come! 


STORE NAME 


——§Sport?——_ 


What’s YOUR 


SWIMMING? 


Channel swimmer, water- 
wing floater, or plain sun- 
seeking beach basker—you’ll 
be interested in the good- 
looking protection of the 
beach clogs and_ bathing 


shoes for 
SPORT 
1 
WEEK 
MAY 15-22 
Whatever your favorite 


sport, you’ll see the most de- 
sirable footwear for it dur- 
ing this event. Come! 


STORE NAME 





























What’s YOUR 


LOAFING? 


As first aid to summertime 
relaxation, change to sport 
shoes—they help both men- 
tally and physically in keep- 
ing you cool and comfort- 
able. Smart 1931 styles are 


here for 
SPORT: 
a 


WEEK 
MAY 15-22 


Sport shoes of every descrip- 
tion for men, women and 
children are featured during 
this event. You are invited. 
Come! 


STORE NAME 


—_——Sport ?——_ 


What’s YOUR 





Whatever your idea of the 
best golf shoe for yourself, 
you'll enjoy seeing the sev- 
eral different types that 
we’re featuring for 


SPORT 
SHOE 
WEEK 


MAY 15-22 


This is an informal showing 
of all the sport shoes for 
summer 1931, to which ev- 
eryone who plays outdoors is 
invited. Come! 




















STORE NAME 





SUGGESTED SPORT SHOE ADS FOR MERCHANTS. CAN BE LENGTHENED TO INSERT SHOES 


40 
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PORTRAIT of a SHOE 


by Johnston & Murphy 


Its Style is apparent at a glance. What the picture cannot 
reveal are the two other essentials of a fine shoe— Comfort 
and Durability. 

Johnston & Murphy's reputation is based on the splendid 
values—the consistently fine workmanship —the high quality 


materials employed in the shoes they manufacture. The 
steady year in, year out patronage of shrewd buyers is 
the best possible proof of the sound economy of stock- 
ing J&M shoes. Write for details. Johnston & Murphy, 
40-54 Lincoln Street, Newark, N. J. 
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“The power to tax 
is the power to destroy’ 





’ 






SALES Tax 2 










Sales Tax Ahead 


First of the State Legisla- 
tures to get to first base 
with the “sales tax” this 
year is North Carolina, 
where the House of Rep- 
resentatives voted to im- 
pose a flat retail sales tax 
of 1 per cent. A des- 
perate effort is being 
made to force the bill 
through the State Senate 
—Kill it NOW. 





é 


Stores Cannot Stand More | axes 


‘Tas taxation situation is not at 
all favorable for on the one hand the government is 
asked to supply work through major projects, bonuses, 
reliefs and other major expenditures—while the out- 
look is for much smaller collections from the present 
tax and revenue producing methods needed to oper- 
ate the biggest business in the world. 

More money is spent by government—national, 
State and city in the United States, than anywhere 
else on earth. Every municipality, county, city, State 
and even Congress, will be “out for the money” this 
fall. 

It is time now for all business men to guard against 
the threat of increased taxation. The next evident 
step in tax collection is the general sales tax. State 
after State has had in hearing tax bills but none as 
yet have become definite law. The ease and success 


of the gasoline tax has prompted States all over the 
country to study the retail sales tax. Some States 
have urged the imposition of 1 per cent retail sales 
tax. Others have studied the possibility of taxing 
luxury items even to the extent of 20 per cent of the 
retail price. 

In the State of North Carolina, the sales tax, after 
passing the House of Representatives, is now in a 
desperate condition for the State Senate feels the 
need for new revenue. Nearly 3000 merchants have 
visited the capitol to present petitions and protests. The 
legislature has been flooded with telegraphic protests. 
The radio, newspapers and every other modern meth- 
od of publicity has been used to fight these measures. 

The first battle, therefore, is to correct the situation 
in North Carolina. During the entire session sales 

[TURN TO PAGE 62, PLEASE] 
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Now— 
Complete Distribution 


wreg 
| 


In every shoe manufacturing center ” emo Mis 


— 
we are equipped to handle with de- 

spatch regular, or emergency, needs of | 

the shoe manufacturer. With a manu- 





facturing ‘background of nearly one 
hundred years assured and guaranteed 
quality have been made possible; now | | 
with the United Shoe Machinery Cor- Ai 
poration as selling agent immediate 
contacts can be made rounding out 
more fully our large organization. 








—, 
OVERVILLE MILLS 


We maintain our high quality standard 
and uniformity due in a great measure 
to control of all details from the raw 
to finished product. For every grade— 
for every type—of shoe we supply you 
the lace. 











THE JOSCO FABRIC TIP 
—a small, neat tip that will 
enter any eyelet with ease. It 
has no shoulder to catch, 
scratch or tear and is abso- 
lutely waterproof. The JOSCO 
tip cannot pull off for it is part TOP ELA —— 
of the lace itself which has SECTION OF 





been impregnated with our PICKER ROOM 


. own exclusive solution to give 

Tips may be either fabric, met- it the proper rigidity and en- 

al or celluloid. We recom- durance. We guarantee the 

mend the recently perfected JOSCO FABRIC TIP to out- 

JOSCO FABRIC TIP. last the lace in ordinary use. 
Shoe Lace Company, Ltd. 


V 
E 
x 
| 
C 
AN 
L 
P 
x 
O 
D 
U 
C 
I 
QO 
» 


(Successor to Joslin Mfg. Co., Established 1865) 
PROVIDENCE, R. Il. 


SELLING AGENT 
UNITED SHOE MACHINERY CORP., BOSTON, MASS. 
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Can you offer him 
the same shoe in ALL SIZES? | 


You can offer your customers better-fitting shoes that retain 
the character, lines, and contour of the sample 4B last, in 
all sizes by using Coordinated Lasts and Patterns . . . The 
smaller and larger sizes of any given style, when made on 
ordinary lasts, often vary in general effect and appearance 
from the 4B model. 

When you insist upon Coordinated Lasts and Patterns you 
have the guarantee of machine precision throughout as 
against hand work . . . Ours is the original and only 
machine grading. All other grading is hand grading and 
therefore subject to inaccuracies. 


COORDINATED LASTS and PATTERNS 
wWwowvwvvvvvvwvvowvwvwvw 

















UNITED LAST COMPANY + BOSTON *« MASS. 
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It’s a “lady shoe’’, discreet and lovely— 





the one harmonious complement to all 
the pastel printed chiffons of summer 


afternoons. It’s made in— 


CL No. 800 


(Sea Sand) 





VISIT BOOTH NO. 1—OFFICIAL OPENING OF FALL.AND WINTER 
LEATHERS—HOTEL ASTOR, NEW YORK, APRIL 27TH AND 28TH, 
1931; UNDER AUSPICES OF TANNERS’ COUNCIL OF AMERICA. 


(Che Now Crstle a i. Q,, Fro. 


Samples by request to , 1702 - 100 Gold Street New York MN. Y 
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BEST VALUES A Real “Crescent Winner” 
LATEST NOVELTIES Sediees Ths cneueme-- 
: Genuine Rajah Gristle Sole 12/8 
Retail from Leather heel—rubber lifts. 
All in Stock—Immediate De- 
livery—A, B and C widths. 
$3 to $6 3016—Smoke Elk trimmed with 
Field Mouse 
’ 3017—Camel Elk trimmed with 
Brown Calf 
3018—Pigo trimmed with Field 
Mouse 
et eS T:::.:.:: ae se etal Cale 
Lazarus Fried & Sons, Inc. Crescent Shoe Company 
120 DUANE STREET NEW YORK 131-133-135 Duane Street, New York City 
a PAR, a a's L* Se a 
‘4 aig a 
} 
, 
FOR SPRING 
MADE IN THE U. S. A. 
| IN STOCK 
pricE $2.85 $725 
, 
Straps and Oxfords, all 
white, white and black, nat- 
ural and brown, combina- Steck Ne. 3084—Black kid Opera a with ; 
, tions. AA-C widths, sizes aver, sx ‘kid cola wits iver silk bro = Se 
| 24% to 9. parchment kid with sold silk ‘4d col, © @™D and quarter. Also in patent ) 
ta tnd tepine. alee wits dX in black, kid with silver sitk kid 
| Same in 3 Eyelet Oxfords | High and baby Spanish nels on eack, trimming. High and baby Spanish 
Sizes 3 to 8. heels on each. Sizes 3 to 8. 
J. WEISS SHOE Co. High heels A, B and C widths--Baby heels B and C widths 
137 Duane Street New York City d oy A Seer TPalladelghia: 1? Ne. ya 
Pittsburgh Headquarters: Hotel Henry 
. . me ale ey Ta i al 
° ale 8 
SPECTATOR SPORTS || DR. CAROL’S HEALTH SHOE 
' Greatest Value in the World. Lowest Prices in Stylish Stouts 
7 , “ on ceomtretie ‘- ane 
DB CAMPBELLS } Sofa 
= 
pair gu: le 
HEALTH SHOE Samples seat 
postage oropald 
Widths 
5866—-Women's White Calf, E and EEE 
Black Oalf Trim, Blucher Ox- > 
ford, 15/8 Leather Heel. , p 
13/8 Cuban Covered 
5867—Same in White Calf, Tan Calf Trim. Widths— Lea. Heels Hoots 
5860—Same in Dawn Eric, Tan Calf Trim. A to © on All , 
5861—Same in Black Calf, Gray Calf Snake Trim. 7102-—Black Kid, Snake Trim...$1.95  8100—Pat. Snake Trim, 15/8....$2.10 
7103—Pat. , Snake Trim. 1.95  810I—Black Kid T rim," 15/8. 
7104—Black Kid Stetson Tie.... 1.95  8102—Putty Kid S 
POWELL & e AMPBELL 7105—Pat. Leather Stetson Tie.. 1.95 8104—Watersnake Putty Kid Trim 2.25 
‘ 122 DUANE STREET ESTABLISHED 1879 ‘ NU-WAY SHOE CO. 142 Duane Street, New Yor‘ City 
KING OF STYLISH STOUTS 
a aja a 
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“Soares 


Os GAae 
WORK MARKEE =. —- 


The GREAT WHOLESALE MA MARKET 


secececsecsecerscsdsnieneee Sombre 


We Challenge Comparison with Any Other 











7 TOP QUALITY 
} PLAY OXFORDS AND SANDALS Shoes in the Country at These Prices ‘ 


1001— Agoos_ Ringtail ; 
Lizard Oxford, high 
heel 20/8, 


1002 — Same, 15/8 baby 
heel. 





New York’s Newest 











Tan and Smoked Elk ° 
B, C and D Widths carried in stock Creation 
Sizes 5-2 { 
Samples Submitted Upon Request P 
LYONS & COMPANY LEVEY BROTHERS SHOE COMPANY 
{ 122 Duane Street New York, N. Y. 145 Duane St. New York City 
SPECIALIZING IN SHOE STORE NOVELTIES 
@ i or a ai, es See —— " a 
ai8 | | 


High Grade Unbranded “‘Compo”’ 


| IMPORTED SANDALS | All Leather Shoes 
























A new, modern, scientific method of Shoe / 
, IN STOCK Making—Eliminating tacks, staples, nails 7 
E and stitches, which assures better fit, / 7 
° . longer wear, smarter appearance 
Styled in Vienna Expressly ) and faultless flexibility. 
4 for Us AAS to8 


to 
to 


5 
4 
3 to 


6065 All White Kip 
4 6066 White Kip—Patent 
trim 





6062 Rose Beige—Brown No. 1519 
trim 


6063. Rose Beige—White 


trim Made by Trias 1525—Patent Regent Pump...... $3.25 1519—White Seamless Pump....$3.75 


152i—Patent Seamless Pump.... 3.25 1529—White Regent Pump...... 3.75 : 
MANY OTHER STYLES—WRITE FOR CATALOG 


| sree, gD st | MORSE & ROGERS 


Shee Co., Ime. New Yerk City DUANE & 
N. Y. Branch International Shoe Co., Inc. “Upson sts. 
gia ae a id 


a cea aiid snaitind ~— 


Widths A-B-C 





Saks Presents Genuine Java } BLOG’S 
7 Ring Lizards, In Stock | 







AA-C 











9089—Genuine Java ring lizard vamp & q 
foxing, blk. calf quarter, center bkle., 
{ mod. toe, 20/8 Sp. heel, $4.60. ‘ CAMP MOCCASINS : 
q 9090—As 9089 in 16/8 Sp. heel, $4.60. 
4 9091—Genuine Java ring lizard vamp & IN STOCK | 
. blk. calf quarter, Regent pump, $4.35. 
, Alto Beige and Gray Waters, ope Sat 8 ee, ee ee seen eet ae 
shank, 1 strap, $5.00. Boys’ sizes 2% to Gyo. cecceccccccccecescecece 2.35 
Vouths’ sizes 12 to Z.nwsesccccsceceesssssesseee 2.20 { 
Send for Samples 
a ais ad 
a sities aa eas — ee 
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SELL FOOT COMFORT TO 
THE NATION FOR YOU 
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Two-Color Shoe 
Combinations in 
Favor in ’Frisco 


SAN FRANCISCO, CAL.—San Fran- 
cisco shoe stores find retail trade brisk 
in the main, with public appreciation 
keen for the new style points. 

Frank Werner’s, at the Slipper Sa- 
lon at 255 Geary Street, is successfully 
featuring sports costume pumps in 
color contrast trims in line with the 
newest trends, their most favored num- 
bers being summer ooze in white with 
tailor-tan or b!’ack trim, and beige ooze 
with tailor-tan trim, selling at $13.50. 

I. E. Davis, manager of the new shoe 
salon on the main floor of the White 
House, conveniently located at the 
Grant Avenue and Sutter Street corner 
of the store, finds feminine preference 
leaning toward somewhat lower heels, 
as it combines comfort with good looks. 
For street wear, he finds pumps in 
black kid and Havana brown kid lead- 
ing numbers. 

Neil Ryan, 251 Powell Street, fea- 
tures an oxford in two-tone effects with 
putty beige Morocco calf and sand 
beige trim, elaborated with lines of 
punching on the shank and winged tips 
and foxing in the darker tone. 

Sommer & Kaufmann stores find a 
favorite number in a dressy sport shoe 
in Java ring lizard combined with 
white buck or calf. 

Summing up, the two-color combina- 
tions seem to be regarded with more 
favor than those which introduce three 
colors. Blue and gray, black and gray, 
two shades of tan, lizard and black, are 
among the popular combinations, and 
as the summer advances it is expected 
that lighter effects will increase in pres- 
tige. 


Diamond Shoe Sales Increase 


New York—Good news is reflected 
by the monthly and quarterly report of 
Diamond Shoe. Sales totals for March, 
1931, were $1,577,562, an increase of 
6.3. per cent over the same month in 
1930. For the three months of 19381, 
totals were $3,853,347, up 7.2 per cent 





over the same period last year. 
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Shoe Production Swings Upward 





February Output of Factories 18.8 Per Cent Over January 
Figure, But 8.9 Under Corresponding Month Last Year 


WASHINGTON, D. C.—Production of 
boots and shoes swung sharply upward 
in February with an increase of 18.8 
per cent over January, and a total pro- 
duction of 23,625,902 pairs for the 
month. This total, however, repre- 
sented a decrease of 8.9 per cent from 
the 25,989,273 pairs produced in Feb- 
ruary, 1930. 

Notwithstanding the falling off as 
compared with the corresponding month 
of last year, the February showing is 
not without its encouraging aspects. 
The increase over January is the most 
decided that has been shown in any 
February in the past three years, as 
shown by the sharp rise in the 1931 
line of the chart on this page. The de- 
crease aS compared with the corre- 
sponding month a year ago represented 
the smallest percentage of decrease 
shown in some months. Moreover, with 





Production Chart 
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This chart, compiled by the Bureau of the 
Census shows the trend of shoe production 
by months in 1929, 1930 and 1931. Note 
the sharp increase in January and February 
of this year. 
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the normal period for increased produc- 
tion still to be reported, the February 
figures hold out more encouragement 
for improvement in the industry than. 
has been noted in any recent month. 

All of the principal classes of foot- 
wear showed a decline in February, as 
compared with February, 1930, with 
the exception of the classification which 
includes barefoot sandals, play shoes 
and other miscellaneous types, which 
increased from 447,426 pairs in Feb- 
ruary, 1930, to 584,470 pairs in Febru- 
ary, 1931. 

Total production for the two months 
of January and February is 17 per 
cent under that of last year. 

The statistics represent 1179 factor- 
ies, manufacturing more than 98 per 
cent of the total output of footwear 
other than rubber in the United States. 





Production on South Shore 
Increasing 


. WEYMOUTH, Mass.—A_ definite up- 
ward swing in production is being re- 
corded in the shoe industry this month, 
according to officials of major manu- 
facturing concerns in New England. 
Plans for starting full-time work are 
being made, and it is hoped that within 
a few weeks business will be well on 
the road to normalcy. 

Rush orders for Easter trade were 
cited as having caused many shoe fac- 
tories in New England to operate at 
capacity, recalling many idle workers. 
The Stetson Shoe Co. in South Wey- 
mouth, employing 500 men, is working 
full time with the exception of Satur- 
day mornings—about 4 hours short of 
a normal week. 

Geo. E. Keith Co. have retained their 
full force of 500 men throughout the, 
depression, but they have been working 
only half time. It is expected that 
orders for At Once Spring shipments 
now. coming in will greatly increase 
production in all departments. 

WwW Hodges of Edwin Clapp & 
Sons said that although conditions were 
still far from satisfactory, prospects 
for the shoe industry are brighter. 











WHERE TO BUY 
Men’s Shoes 














































NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. : 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY- 





















Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 


SHOES 
Brockton, Mass. 
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“Hage EST GRADE U.S.A. 


In Stock Service 


EM.HOYT SHOE CO. 
Comme 56. Manchester, N.H. 
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“A MAN’S DECISION” Weep 
a2 
THE AA, 
Men’s 
Fine 
Shoes 
Old 
Colony 
Boston—183 Essex Street = 
N. Y.—915-917 Marbridge Bldg. ~ yass. — 

















Presenting a New Department 











When Joe Michaels, who returned to the headship of the women’s shoe department 
at Saks-Herald Square, New York, several months ago, decided to follow the trend 
of the times toward lower prices, he went the distance and put in a line of $6.00 
shoes for the “younger set.” Age restrictions do not apply, however, and the new 
low prices, compared to a starting price of $10.50 a year ago, have brought much 
additional business into the department. Mr. Michaels started the new department 
off with a fanfare of advertising and this eye-smashing window on the corner of 
34th Street and Broadway, one of the busiest corners in the country. 





New Agency to Specialize 
in Shoes 


BostoN—A new advertising agency 
here known as Perry, Carpenter & 
Dalco will devote its activities primar- 
ily to the shoe industry. For the past 
six years all three members of the firm 
have been intimately associated with 
the shoe business in an advertising ca- 
pacity. They worked with the O’Con- 
nell-Ingall Advertising Agency, and 
since the dissolution of that partner- 
ship, they have been with the O’Con- 
nell Advertising Agency. 

Mr. Perry is a graduate of a tech- 
nical school and in 1925 became asso- 
ciated with O’Connell-Ingalls. His 
work consisted of contacting, and ser- 
vicing, writing copy, investigation, mer- 
chandising work and space buying. 

Mr. Dalco also graduated from ,a 
technical school, after which he was 
employed for two years as a teacher of 
science and in 1926 became associated 
with O’Connell-Ingalls Co., handling 
production on the accounts mentioned 
above and assisting in investigation 
work and copy writing. 

Mr. Carpenter studied at the Boston 
Museum School of Art, the School of 
Practical Art. In 1927 he joined the 
O’Connell-Ingalls Co. as layout man 
and artist. Each of the men will fol- 
low the same lines of endeavor in the 
new firm. 


Michael J. Sullivan Dies 


CINCINNATI—Michael J. Sullivan, 
for twenty years factory superintendent 
of the Krohm-Fecheimer Shoe Co., Cin- 
cinnati, died at his home, 3541 St. 
Charles Place, this city, April 6. 

For many years Mr. Sullivan was 
widely known in shoe manufacturing 












circles in Cincinnati. 





New Shoe Concern Shows 
Production Increase 


St. Louis—The Carmo Shoe Manu- 
facturing Company at Carthage, Mo., 
is now producing aroung 1500 pairs 
daily.. This company was organized 
the first of the year as a subsidiary of 
Wolff-Tober Shoe Manufacturing Com- 
pany of St. Louis. In view of the fact 
that actual factory operations have 
been in force such a short time, the 
present production is considered un- 
usual. . 

Carmo makes a line of novelty shoes 
for women to retail at $4.00 and $5.00. 
Recently, upon reaching a daily output 
of 1400 ee daily, the company offi- 
cials celebrated the e¥ent by paying off 
their workers in crisp new currency in- ~ 
stead of checks. Sam Wolff at the same 
time entertained at a luncheon a com- 
mittee of Carthage business men repre- 
senting the local chamber of commerce, 
and after outlining the splendid prog- 
ress thus far made, he presented each 
with a new $1.00 bill commemorating 
the attainment of a weekly payroll of 
$5,000.00 for the Carmo shoe workers. 


Simon Fink to Go Abroad 


New YorK—Simon Fink, president 
of Clarendon Shoe Co., will sail on the 
Isle de France, April 25, to spend about 
two months in Europe, visiting France, 
Italy, Germipy, Belgium and England. 
He expects to spend much of his time 
visiting shoe factories and fashion cen- 
ters for the purpose of gathering new 
ideas and designs. 


R. W. Lamden Resigns 


PHILADELPHIA—R. W. Lamden has 
resigned as president of C. S. Gibbon 
Company, Inc. The resignation was ef- 
fective as of April 2. 
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SEE OUR EXHIBIT AT 
BOOTH 31 
OFFICIAL OPENING 






AMERICAN LEATHERS 
HOTEL ASTOR 
APRIL 27-28 


at the end 
of a hard 


day... 


youthful feet will be care- 
free and lively, if they have 
been shod with bare-foot 
comfort in Elko or Deer- 
skin—those permanently 
pliable and durable North- 


western leathers. 


NORTHWESTERN 
LEATHER 
COMPANY 
TRUST 


BOSTON 
* 


OTHER NORTHWESTERN 
LEATHERS 


Russide W.L.I. 
Rugby Newtan 
Kitchener Sootan 
Smooth Sides Elk Sides 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


A ATS 8 eT 


ated *) 
Turns only 
Priced, $2.10 to 
$3.25. 










IN AZ. 
4 


No. 1434—Tan 
Kid Everett 
C-D-E, $2.60 


Kid Opera 
C-D-B, $2.60 





Rowen 





L. B. EVANS SON CO., Wakefield, Mass. 
Jesceseooocoosoocoooocet) 












W. 8S. CHASE & SONS 
HAVERHILL, MASS. 


HANDTURNED 
$2.00 to $2.85 


FINE SLIPPERS 
Men and BOYS 


Beston Office: 501 Statler Bldg. 








Men’s black Bordeaux ‘‘Opera’’. In 
stock for immediate delivery. 
Write for circular on com- 
plete line. Athletic 
Shoe Co., 914 
Marshfield Ave. 
Chicago, Illinois. 
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High Grade Mules 
and D’Orsays 





Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 
Factory and Salesroo 
153-159 West 27th St. 


mm 
New York City 















SUNRAY 
SANDALS 


Retail at 
$2.95 per pair 


wear. 
a them in your store and make extra 
Ome dozen pair of assorted styles, 
colors, enough to sell from, will be 
approval to convince you of the selling 


sizes and 
shipped on 


ten be Ad 
Possibilities 
722 BROADWAY 


of these shoes 
GOLD SEAL SHOE 
NEW YORK CITY 























Coming Fabrics and Shoes 
They Forecast 


By MADAME HAMILTON JEFFRIES 
Fashion Editor 


New York—Novelty woolens demand 
the use of suede, calf, patent, pin seal 
and fine grain lizards. Canton crepes 
and satin call for kid and combinations 
of lizard, crushed kid, luster pin seal. 

The leading woolen houses and espe- 
cially those who work with the French 
creators sponsor the most interesting 
fabrics which have been shown for many 
seasons. Surface weaves in dull spongy 
soft materials with tight back and pat- 
tern in tracery rather than definite de- 
sign placements are important. 

Rich warm colorings such as chocolate, 
plum and red browns, bright, dull and 
grayed greens and ox blood or egg plant 
shades register. Blue as a carry over 
will be used, while gray and black and 
multicolored beige, black and yellow are 
shown in sportive yardage. 

Hence the season opens with self 
plaided wide wales and solid colors with 
some grayed overcast for daytime and 
sports wear. In footwear this must be 
interpreted in suede, calf, patent, pin 
seal, morocco, fine grain lizards and nov- 
elties for under and overlays, some alli- 
gator for trims. Heels remain medium 
heights with interest in Cuban, Louis 
and individual types which reflect a 
modern line rather than a specified type. 
The silk houses are showing canton and 
novelty crepes with black satin as a sig- 
nificant high fashion and popular after- 
noon fabric. The reds and raspberry and 
chinese pinks or light reds are expected 
to register in woolens and silks. 

Black and brown kid with some suede 
and reptile and pin seal trims are fore- 
cast. Pin seal is forging into all types of 
street and daytime footwear and - in 
pumps and afternoon wear pin seal with 
luster trims are important. 

The stitched shoe such as brown and 
white, brown and beige and black and 
white will go through summer into fall 
footwear. 











Hold-Up Men Get Easter 
Sales Receipts 


CLEVELAND—Two well-dressed and 
experienced hold-up men held up seven 
occupants of the Regal Shoe Store, 733 
Euclid Avenue, Cleveland, on Monday 
morning, April 6, locked them up in the 
basement and left with about $2,000 
from the store safe. 

The robbers entered at a time when 
hundreds of early morning office work- 
ers were passing the site and calmly 
went about their work. Flourishing 
guns, they herded three customers and 
three employees, including the assistant 
manager, into the basement and locked 
them up in a room below. When the 
manager, G. J. Sullivan, came in a mo- 
ment later, they forced him to join the 
prisoners. 

Meanwhile the assistant manager 
was forced to wrap up four pairs of 
shoes and a pair of slippers and to 
open the store safe. By the time the 
prisoners had battered down the door 
to get free the robbers had fled. 
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Variety of Styles and Price 
Quotations in Lynn 


LyNN, Mass.—Shoe business here in 
Lynn appears to be holding steadily 
to the pace of progress; yet it’s not 
easy to learn the average speed, for 
most every shop is “on its own,” with 
the consequence that there is an aston- 
ishing variety of styles as well as price 
quotations. Lynn seems to be getting 
farther and farther away from stand- 
ardization day by day, and that may 
possibly be a barometer of the way that 
shoes are moving in the marts of trade 
generally. Sales to independent retail- 
ers and department stores are reported 
to be showing up very well indeed. 

There are some interesting features 
of production in Lynn which have their 
bearing on merchandising. For exam- 
ple, Lynn manufacturers produce in the 
first four months of the year more than 
half of the total number of shoes which 
they make in a year. Now it’s an open 
question as to whether merchants sell 
Lynn shoes at the same rate, or if they 
stock up in the first third of the year 
to a surplus, and work off the surplus 
during the remaining two-thirds of the 
year. The instance has its bearing on 
the matter of stabilized, or steady, 
production, which is more economical 
than production that first starts up 
and then slows down, like an automo- 
bile going through crowded traffic. 

It may also be observed that more 
than 80 per cent of Lynn’s production 
is made up of McKays, some of which 
are so light and flexible, and dainty 
and stylish, that they retail as “Bench 
Made Shoes” or possibly “Bench Made 
McKays.” Yet it’s not as common fo: 
buyers, meaning shoppers, to ask how 
the shoes are made, as it was in the 
days of yore. The feminine mind is 
more concerned over the fit and style 
of the shoes than the manner, or 
process, of making them. 

Fabrics, figuring at 16 cents per 
square foot in the cutting rooms, com- 
pete with leather, and keep down the 
quotations on the latter commodity. 
The economy of prices has its bearing 
on styles, possibly stronger than for 
many a day. That’s why blacks con- 
tinue popular, in the opinion of many 
here in Lynn. Browns, of the russet, 
or Russia class, are getting interesting 
to. the minds of a number of buyers. 
But hot weather, due soon, always 
brings its demand for cool white shoes, 
especially those of sandal formation. 
Screens, of a mosquito netting like 
fabric, inserted in the opening of these 
sandals, and, also, pumps, is one of 
the newest ideas in Lynn shoemaking. 





Wholesalers To Attend 
N. Y. Style Conference 


Boston, Mass.—The National Asso- 
ciation of Shoe Wholesalers will be of- 
ficially represented at the Official Style 
Conference in New York, April 27-28, 
by the following committee: Elkan R. 
Myers, D. Myers & Son, Baltimore, 
chairman; Walter F. Ela, C. A. Good- 
now Shoe Co., Boston; C. F. Woltman, 
Monroe _ Bros. Co., Philadelphia; 
Harry D. Hurd, Hurd Shoe Co., Inc., 
Utica, N. Y., and President Henry 
Bell, Jr., Bell, Walt & Co., Philadelphia. 
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Connell’s Boots 
Always in 
the Lead 















CONNELL MADE, riding and field boots, 
the acknowledged leaders of their line, 
still retain their widespread popularity 
through consumer satisfaction built up 
over a period of years. 


The new CONNELL riding boots patterned 
along the latest English designs with 
straps and special set in vamps for men 
and women at popular prices, typify the 
best of style, fit, materials, workmanship 
at the lowest possible cost. 

Connell also make and stock lower 
priced Boots for the volume trade. 
Connell Boots In-Stock 
at Metropolitan Shoe 
Sales, 141 Duane Street, 


New York City, or write 
the factory. 


J. M. CONNELL 


Shoe Company 
* SOUTH BRAINTREE . . MASSACHUSETTS * 














a In the Very Center of New York 


One block from Penn Station, subway station 
and railroad terminals by direct private en- 
trance; in the heart of New York’s retail 
and wholesale centers—an ideally located 
hotel no matter what mission brings you 
to New York. 1931’s newrates make the 
Martinique New York’s best hotel value. 


Room with 4.50 to 9° PER 















use of Bath DAY 
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@ 
Room with 9» to -50 pep 


Private Bath AY SSS 


JOSEPH E. MARKEL, Mgr. 
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Nikos 
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Bway 3224337 St NewYork 
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TO THE 
DEALER 


who wants to attract 


MORE 
VOLUME 


I you are looking for something that 
will swell your volume, this may be a 
helpful suggestion. 


With shoppers daily becoming more 
discriminating—more exacting in weigh- 
ing values—the element of display is 
growing in importance. Value alone is 
not enough—shoes must look the part. 
Their individuality, put there by the 
manufacturer, must be enhanced. It is 
for this reason that Fairy Forms have 
proved so effective as silent salesmen. 
For these dainty forms—molded over the 
original lasts—subtly beautify the models 
they display. 

Your manufacturer is anxious to help 
you sell his shoes and will be glad to 
Fairy Form your display models. Specify 
Fairy Forms on your next order. We will 
be glad to send you, on request, our 
folder “Sales Go to Dealers Who Invite 
Them.” 


SHOE FORM CO., Inc., Auburn, N. Y. 


Jair 


PROTECTED BY AMERICAN 


Form 


Sell 


Shoes AND FOREIGN PATENTS 





Licensed Manufacturing Branches: 
Unitep Last Co., Lrp., Montreal, Que. 


Northampton Paris Frankfort Melbourne 
England France Germany Australia 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


LET 8 8 8 











HORCO SLIPPERS are made better— 
and sell han any other slippers 
on the market in the popular price 


class. Catalog on Request 


VINCENT HORWITZ CO., Inc. 
64-76 W. 23rd St. New York City 











6 6 ee er et 


WHERE TO BUY 


Shoe Forms 


TJatru Forms 


for Shoes and Hosiery 


made of white, 
transparent or colored 


FAIRYLITE 
Ine.. Auburn, N. Y. 









FORME) 


Shoe Form 











WHERE TO BUY 
Dancing Shoes and Taps 








TAP SHOES Attunes” 


IN-STOCK 
Ne. 9780—Black Kid 
$1.75 






No. 9785—Patent 
Leather 


82.25 
BROOKS SHOE MFG. O08. 
Swanson & Ritner Sts. 
Philadelphia 











TURN COMFORT SHOES 


Straps 
Oxfords 
Boudoirs 


Tap 
Slippers 





The Best Values on the market today 
to retail at $1.98 to $2.98 


Write for samples 


GLENN ROBERTSON SHOE CO. 
MINNEAPOLIS, MINN. 














Busy Foot Health Week Program 





Kansas City Observance Includes Addresses and Radio Talks by 
Surgeons, Newspaper Publicity and Other Promotion 


KANSAS ClITy, Mo.—Arrangements 
have just been completed for a full 
program and a very active week, April 
20 to 25, the dates of the National 
Foot Health Week sponsored by Boor 
AND SHOE RECORDER, in which the Shoe 
Retailers Association of Kansas City 
voted 100 per cent cooperation. 

Prominent doctors of the Jackson 
County Medical Society will speak at 
various club luncheons during that 
week and over the radio on certain 
dates. The program was arranged by 
Ivan E. Cox of the Dr. A. Reed Cush- 
ion Shoes and chairman of the com- 
mittee on plans. 

The list of speakers with dates and 
places as named in the formal an- 
nouncement sent out to members of the 
association is as follows: 

Dr. Calvin L. Cooper, city health 
director, will speak at the following 
luncheons: Men’s Chamber of Com- 
merce on Wednesday; Rotary Club, 
Thursday; Women’s Chamber of Com- 
merce, Monday; and at Steuben Club, 
Tuesday. He will give an address over 
the local radio broadcasting station, 
KMBC, on Friday, April 17. 

Dr. H. F. Sheldon will speak at the 
Cooperative Club and the High 12 Club 
on April 21, and Dr. J. W. Carby will 
give an address before the Gyro Club 
on Thursday. On that same date Dr. 
C. Mercer will speak before the Mer- 
ridian Club and Dr. Ralph Mueller at 
the Exchange Club. One of these men 
will speak at the Lyons Club and the 
Shrine luncheons, the date of which 
has not been set. 

Mr. Cox will give an address over 
KMBC on Tuesday, April 21, and Fri- 
day, April 24, at 4.40 p. m. There will 
also be announcements regarding events 
of each day, starting the 16th, over 
KWKC, another local station. 

Editorials will appear in the local 
newspapers during the week on the im- 





Marott Bowling Five Looms 
in Women’s League 


Indianapolis, Ind.—Among Indianapolis 
teams expected to make a good show- 
ing at the annual tournament of the 
Indiana Women’s State Bowling Associ- 
ation at Terre Haute, Ind., is the Marott 
Shoe Shop five of the Indiana Women’s 
League. The team leads the former cir- 
cuit and is in second place in the other. 

George J. Marott, an ardent fan and 
booster of the bowling game, is spon- 
sor. At present the team is leading the 
handicap team tourney at the Illinois 
alleys with a gross total of 2939, show- 
ing an actual pinnage of 2,727. One of 
the members, Laura Alexander, is re- 
garded by many as one of the best bowl- 
ers among women in the city and state. 
She is president of the Indianapolis 
Women's Bowling Association and a past 
official of the Central States Associa- 
tion. Other members of the team in- 
clude: Blanche Maas, Irene Rickabaugh, 
Katherine Miller and Della Harlan. 
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portance of foot health, written by 
Doctor Cooper. There will also be con- 
siderable propaganda printed in the 
Jackson County Medical Bulletin, spon- 
sored by the Shoe Retailers Association. 

Mr. Cox plans for a large number of 
cardboard soles on which is printed the 
name and date of the event to be dis- 
tributed among the parked automobiles 
in the downtown section. The adver- 
tisement will be printed on both sides, 
so in the event that they are thrown to 
the sidewalk or street, as is most likely, 
they will still serve their purpose. Each 
od the shoe men belonging to the asso- 
ciation will take special pains with win- 
dow displays during that week, and 
there will be some cooperative advertis- 
ing. Posters will be placed at advan- 
+ aaa points over the city, Mr. Cox 
said. 

“Spike” Arnold, president of the as- 
‘sociation, reports splendid cooperation 
on the part of all the members toward 
making the week a success. : 


Finds Retail Stocks Low 


CHIcaco—Following the Easter rush, 
Chicago wholesale shoe dealers and 
manufacturers are again faced with 
the problem of going after business 
“hammer and tongs,” with the best 
man to win. At least, such is the 
opinion of some of the executives of 
large concerns in this area. 

“There is nothing outstanding at the 
present time,” is the opinion of Paul 
Kirschten, of Harper & Kirschten, one 
of Chicago’s largest wholesalers. “Our 
salesmen orders are fair,” he adds, 
“but the boys have to dig right in to 
get an order.” 

Mr. Kirschten sounded a warning 
note when he said: “Inventories of 
the majority of small dealers are so low 
that when increased and steady buying 
begins in earnest, it is certain that a 
bad situation is going to exist. Many 
firms are going to find-it physically im- 
possible to fill orders promptly.” 

There is much truth in that state- 
ment and the only solution seems to lie 
in increased purchasing at the present 
time. 

Concluding, Mr. Kirschten voiced the 
prediction that linens and combinations 
with reptile would prove very popular 
this summer. 

An executive of the Irving Shoe Co., 
apparently feels the same, for he says: 
“We are concentrating on linens for 
the coming season. We feel certain 
that they will prove a best-seller.” 

He went on, “Blacks are still the 
‘best bet’ with us. Our pre-Easter 
sales were very good, but there has 
been a considerable drop since then. 
While house orders are holding pretty 
fair, it is impossible for us to estimate 
surrounding conditions as our salesmen 
have just gone on the road.” 

T. G. Rhodes, an executive of the 
Wm. Sumner Smith Co., large whole- 
salers, comments that with his firm, 
business is fair. 
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iG GRAIN CALF 





( (LE IOLCO- 


The SPIDER Pat- 
tern—made of White 
TOLCO Calf, trimmed 
with Pig Grain Calf, 
natural color, by the 
Signal Shoe Co. 
Boston, Mass. 





Be PEADY— 
For a Colorful Style Season 


Beautiful footwear will adorn women’s feet this spring and 
summer—beautiful in pattern and made of colorful leathers. 
Women just naturally love fine leather. 


' The sandal type accentuates the beauty of instep and curve 
of arch. 


The sturdy shape-holding quality of light weight TOLCO Calf 
is ideal for this type of foot dress: We illustrate above the 
effective style contrast obtained with our Pig Skin Grain in 
natural color as a trim for white TALCO Calf. The sturdy Pig 
Skin Grain adds a charming style effect to the pattern. 


Ohio’s style leathers supply the shoe stylist not only a wide 
range of colors and dainty grains to select from, but an inherent 
quality resulting from superior tanning. They are of light 
weight and possess a mellow glove-like texture, with a tight 
break, that insures comfort to sensitive feet. 


Specify them for your best numbers. 
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NEW AUTUMN 
COLORS 
Kafforite Tolco 
No. No. 
K317 Prado Brown T425 
K324 Mooresque T406 
K308 New Admiralty Blue T408 
K316 Leaf Brown T426 


K309 Paddock Green T409 
K327 Chanel Brown T441 
K328 Marcasite T442 
K307 Cinnabar T407 


Embossed Calf Grains also come 
in above shades 





Our complete line of fall 
colors on display 
Booth 19 
Hotel Astor 
New York City 
April 27-28 
During the Joint 
STYLES CONFERENCE 


2% * 
i ee &. 


GIRARD OHIO 
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WHERE TO BUY 


Children’s Footwear 








BERS. DAY’S IDEAL BABY 


SHOE CO. 
Soft Soles — Inter- 
mediates. Hard 


Soles — Infancy to 
four years! 


Danvers, Mass. 














Children’s Fine : Goodyear Welt Shoes 


THE GILBERT SHOE CoO. 
THIENSVILLE, WS. 











CHILD | 
LIFE 


High Grade Goodyear 
Welt Shoes in Stock. 








Wiswell-Everston Shoe Mfg. Co. 





Cedar Grove, Wis. 
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WHERE TO BUY 


Sport Footwear 


i) 











“SPORTSTER” \ 


Official Girl Scout Shoes 
204 Sizes and Widths In-Stock 
A. SANDLER 
154 Lincoln St. 

Bosten, Mass. Est. 1889 

















WHERE TO BUY 
Work Shoes 














Made Vice-President 














GEORGE A. HANF 


Who Will Supervise Production for 
Woodbury Shoe Mfg. Co. 


George A. Hanf with Wood- 
bury Shoe Mfg. Co. 


Boston, MAss.—George A. Hanf has 
been elected vice-president and ap- 
pointed factory manager of the Wood- 
bury Shoe Manufacturing Co., of Der- 
ry, N. H. A shoe man all his life, he 
has had five years of experience with 
the Selby Shoe Co., of Portsmouth, 
Ohio; 12 years with Utz & Dunn Co., 
of Rochester, N. Y.; three years with 
Dunn & McCarthy, of Auburn, N. Y.; 
one year with the R. P. Hazzard Co., 
of Gardiner, Me., and two years with 
Beck-Hazzard, Inc., of New York City, 
as merchandise man and buyer of wo- 
men’s shoes. 

Mr. Hanf, a valuable addition to the 
personnel of the Woodbury company, 
will assist in styling the company’s 
lines, including the Locked Arch, Sun- 
shine Sandal and other brands, and will 
have complete charge of production. He 
will also supervise the production of 
the Daniels & Taylor Division of the 
Woodbury company. 





Occupies Larger Store 


NEw YorkK—John Weisel, formerly 
of 1421 Archer Avenue, has moved into 
larger quarters at 1417 Archer Avenue, 
carrying a full line of high grade ho- 
siery and women’s, men’s and children’s 
shoes. Mr. Weisel was formerly with 
Franklin Simon & Co. He is an expe- 
rienced shoe man and since engaging 
in business for himself his trade has 
shown a steady increase, necessitating 
a larger store. 


Lease Selig Shoe Section 


INDIANAPOLIS IND.—The Entroth 
Shoe Company have leased the shoe de- 
partment in the Selig Dry Goods Com- 
pany’s store. Women’s footwear rang- 
ing in prices from $5 the pair to $8.50 
are being featured. J. W. Hoffman has 
been made manager of the department. 
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A. M. Legg Shoe Co. Merged 
with A. S. Kreider Co. 


ANNVILLE, Pa.—The A. M. Legg Shoe 
Company of Pontiac, Mich., which has 
been well known as a manufacturer of 
women’s arch support shoes, has been 
merged with the A. S. Kreider Shoe 
Co. of Annville, A. M. Legg becoming 
vice-president of the Kreider Co. and 
Howard Legg sales manager in charge 
of the women’s arch support shoes as 
before. Clark Legg will be in charge 
of the women’s arch support shoe pro- 
duction. 

There will be no changes in the ehar- 
acter or sales policies of the lines for- 
merly handled by the Legg Shoe Com- 
pany under the new arrangement. It 
was also announced that the business 
of the Pollyanna line of misses’ and 
children’s arch support shoes has de- 
veloped to such an extent that in the 
interests of greater efficiency the small- 
er runs in the Pollyanna line will be 
made in the Lebanon factory. The 
Annville plant will be devoted entirely 
to the Pollyanna runs in the larger 
sizes with arch support features. 


Leather Group to Aid 
Salvation Army 


New York—Robert S. Arbib, secre- 
tary of J. H. Rossbeck & Brothers, 100 
Gold Street, has accepted the chair- 
manship of the hides, belting and 
leather division for the 1931 main- 
tenance campaign of the Salvation 
Army, in which $528,000 will be sought 
for the support of the 52 permanent 
centers of the Army’s work in Greater 
New York. The campaign will take 
place May 18 to June 1 

This is an active group in each year’s 
effort and Mr. Arbib, who has served 
as chairman before, hopes to raise a 
substantial sum this year for the Sal- 
vation Army’s work. 

The 52 permanent centers of the Sal- 
vation Army in Greater New York in- 
clude such famous institutions as the 
Bowery Hotel, where the “down and 
outers” are given food and shelter and 
a friendly hand; several industrial 
homes, where clothing, work, food and 
jobs are provided for destitute men; 
the Cherry Street settlement, which 
has one of the large day nurseries of 
the city; a working women’s home, at 
Tenth Avenue and Twenty-sixth Street, 
where scrub women and others who 
earn a bare pittance are given perma- 
nent shelter; the Booth Memorial Hos- 
pital for unfortunate girls; a home for 
aged men; the Nursery and Infants 
Hospital at 396 Herkimer Street, 
Brooklyn, which cares for 130 children 
and is one of the models of its kind in 
the city, and various other activities. 








Wise Opens in Waterbury 


WATERBURY, CONN. (UTPS)—The 
Wise Shoes, Inc., has opened a local 
retail store at 120 Bank St. The store, 
under the managership of A. Rosen, 
has a staff of eight salesmen plus a 
cashier and an assistant manager. 





Dividend to Creditors 


St. Louis—The Hamilton Brown 
Shoe Company paid a 5 per cent divi- 
dend to creditors, bringing total pay- 





ments to 95 per cent of total claims. 
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. . « A Great American Shoe Institution Bespeaks its Faith in 


The Outstanding Shoe <q MAR ELLE | Fabric of the Year! 


(REGISTERED) 





O’CONNOR & GOLDBERG 
CHICAGO 


©O-G SHOES 


OFFICE OF 


JULIUS A.GOLDBERG SOUTH STATE STREET 


APRIL EIGHTH , 1931 


Mr. Lou Gordon 
Deauville Import Corp., 
38 West 32nd Street 
New York, N. Y. 


Dear Lou: 


I cannot help but make the confession 
to you that the Marcelle cloth you are furnish- 
ing us and have furnished us since the latter 
part of January has been without a doubt, the 
biggest selling material that we have ever 
attempted putting over. 


Our trade from the highest grade bench 
shoes to our lower grades, are all very enthu- 
Siastic about this material. 


I also want to thank you for your prompt 
deliveries and cooperation with all our manufac- 
turers and hove that you will continue so because 
we will need a tremendous quantity of this material 
in the new beige, natural and particularly white 
Marcelle cloth. May I also add, that in my humble 
opinion, this is only a start and should follow 
with bigger sales from now on, 


With kindest personal regards, I am 





Sincerely yours 
"CONNOR & RG 


JAC: ED 
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WHERE TO BUY 


Dancing Sandals 


68 8 6 8 8 FS Pe ee 





AESTHETE 
SANDAL 





Made from finest leath- 
ers with extra heavy 
Elk-Skin soles. Moulds 
to foot like a glove. 
Best fitting sandal 
made. Black Kid, Gray 


Send for new 1931 
in stock catalogue 
and agency plan. 











WHERE TO BUY 
Ballet Shippers 


6 ee 








cu 1 
BALLETS 
Rights and Lefts 


Two Grades 
Wom. Miss. Chi. 







wmM. 
SUMNER 
SMITH 
Chicago, II. 


In Stock 
825 West Monroe 











* KENDALL woe" oktir_> 
BALLET SLIPPERS A 


IN STOCK 
Orders filled 
day received 










Satin on order. . 
SEND FOR CIRCULAR DEPT. C 


3% KENDALL SHOE COMPANY 
HAVERHILL, MASS. ot 

















BALLET SLIPPERS — IN STOCK 


of the unusual kind 
Bi02 Bik. ald, Hand Tura 


06 
Child’s 6 to 11—$1.35 
Misses 11% to2— 1.46 
Women’s 2% to8— 1.45 
Hard Toe 


Also 
SOHWARTZ & HERDER. Inc. 
41 No ith St” Phitedcinhin” Pa. 








In Stock Black Kid 
Ballet Right and Left 
Last 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street 
New York City 

















On the Selling End 





News of the Shoe Travelers and Sales Activities 








CHESTER P. DAY 


Now with B. F. Goodrich Footwear Corporation 
in New York 


(CHESTER P. DAY, who during the 
last 12 years has traveled New 
York State, New Jersey and part 
of New England, has connected with 
the B. F. Goodrich Footwear Corpora- 
tion, representing them on both Good- 
rich and Shuglov lines of rubber foot- 
wear in downtown New York. 
During the past three years Mr. Day 
traveled New York State, carrying 
“Shuglovs by Miller” where he made 
a name for himself and a host of 
friends who will be glad to hear of his 
promotion to his present position. 





DWARD S. WILLMARTH, who un- 

til his retirement a few years ago, 
had made an enviable name for himself 
as the New England representative of 
the John Ebberts Shoe Co., of Buffalo, 
died April 4 at his home in Trinity 
Court, Boston. Following funeral ser- 
vices in that city, the body was taken 
to his birthplace, Waukegan, IIl., for 
burial. Mr. Willmarth was 71 years 
of age and had spent practically all of 
his business life in the shoe industry. 





Ts HOLE now represents the Ex- 
celsior Shoe Co. of Portsmouth, 
Ohio, in the Pacific Northwest and 
other parts of the Western half of the 
country, succeeding Evan Williams, 
who has been promoted to sales man- 
ager of the company with headquarters 
at the factory. Mr. Hole will also con- 
tinue to handle the line of California 
Shoes, Inc. 





E J. ANDREWS has been appointed 
¢ to carry the line of the Charles 
E. Lynch Shoe Manufacturing Co., 
Inc., of Brockton, throughout New 
England, New York State, Pennsyl- 
vania and the Middle West. He is now 
in his territory with his new footwear 
styles. 
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B og tn I. KALISKY, president of 
the National Shoe Travelers’ Asso- 
ciation, was the guest of honor recently 
at a luncheon meeting of the Boston 
Shoe Travelers’ Association, the Boston 
Shoe Associates and the Southern Shoe 
Travelers’ Association, held in the Bos- 
ton Chamber of Commerce. Among 
prominent guests and speakers were 
Thomas F. Anderson, secretary of the 
New England Shoe and Leather Asso- 
ciation; T. A. Delany, secretary of the 
National Shoe Travelers’ Association; 
Charles W. Morrill, Harry P. Lynch 
and C. O. Quimby. The meeting was 
presided over by John S. Whittemore, 
president of the Boston association. 





IFTY-ONE years in the shoe trade, 

Charles J. Vegiard, once a member 
of Vegiard, Langslow & Curry, manu- 
facturers, and in recent years well 
known salesman, celebrated his anni- 
versary recently. 

Vegiard began selling shoes for Wil- 
liams and Hoyt in 1880. He also trav- 
eled for Utz and Dunn, W. B. Coon 
Company, Moore-Shafer Shoe Manufac- 
turing Company, and W. C. Goodger, 
Inc. He is past-president of the Roches- 
ter Association of Traveling Shoe Sales- 
men. He has been with Goodger for 
the last 11 years. 





YRON S. WATSON of the Greene 

Anthony & Company, shoe whole- 
salers covering New England territory, 
holds the distinction of being the only 
surviving member of the once active 
and popular Rumford Polo Club. 

The club disbanded after several 
years’ activity. Recently one member 
died, leaving Mr. Watson the only liv- 
ing member. That’s quite a distinction 
although Mr. Watson is spending much 
more time watching sales figures in 
these days than he is in thinking about 
the honor! 





HE following officers were elected 
at the recent annual election of the 
Indiana Shoe Travelers’ Association: 
Frank Brown, president; Fred E. Mer- 
gele, vice-president; Homer Beals, sec- 
ond vice-president; E. C. Smeltzer, sec- 
retary and treasurer; A. F. McCord, 
assistant secretary and treasurer. ' 
Directors elected were: Mark Myers, 
George Hewitt and N. W. Risher. 





R E. JACKSON now represents the 
e Edgewood Shoe Factories of At- 
lanta, Ga., selling their men’s, young 
men’s and young women’s sport welt 
line in the Pacific Northwest and on 
the Pacific Coast 





L. STEIN, who has permanent 
sales headquarters in the Imperial 
Hotel, Portland, Ore., is covering the 
Pacific Northwest for the J. M. Connell 
Shoe Co., of South Braintree, Mass. 
He is continuing, also, his connection 
with the Santa Rose Shoe Manufactur- 





ing Co. 
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<1 Shoes -—~> 


Adornment and protection for the feet of man. Beautiful in 
form: Line and curve melting into an artistry of comfort. 
Gently caressing delicate nerves : yet sturdily defending against 
the elements and forces of the earth. Bearing a myriad blows, 
while giving security and ease, as gifts, to those they serve. A 
necessity for rich and poor, a luxury to all. For fine shoes bear 
every man, whatever his station in life, with equal dignity. Last 
and lowest in degree, they are the crown of fashion. Though 
given scant tribute or praise, they voice their own biographies. 
An ill-shod man pauperizes himself. A shoeless man would 
provoke a cynic’s pity. It has been well said, a gentleman is 
discerned by his linen and his shoes, these portray the man. 
The philosophy of clothes begins and ends with, how well 


and wisely we clothe our feet. The epic of shoes is still being 


written. Long years of Invention. Human struggle! Defeats! 
Victories! Then, one by one, machines—the accumulated 
life-product of these sons of genius, who toiled, achieved, 
and passed on to others, the quenchless flame of 
their wills — to clothe with even better, still 
better shoes, the feet of man. 
United Shoe Machinery Corporation 
Boston, Massachusetts 
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WHERE TO BUY 


Women’s Shoes 


Clara Boon 








Setpnastionalty recognized as the acme of 


ity shoes. 
A product of 
SHAFT-PIERCE SHOE CO., Faribault, Mina. 








Ultra Smart Sandals 


Quality 
Predominates 


Write 
Direet. 


BIARRITZ SANDALS, INC. 
120 West 30th St., New York City 







Best Coler 
Combinations. 


Unusual 
Profits. 











FOR WOMEN 
THE JOHN EBBERTS SHOE ©0., INC. 
IN Buffale, N. Y. éroox 














WHERE TO BUY 
Riding Boots 


Ll eh el hl hl ad 


RIDING BOOTS 
IN-STOCK 


For Men, Women and 
Children—also 
Jodhpurs and Field 

Boots. 














Dorn Shoe Co. Robbed 


CLEVELAND—Two hold-up men en- 
tered the Dorn Shoe Co. store, 226 Pub- 
lic Square, Cleveland, Ohio, on Satur- 
day afternoon, April 4, and escaped 
with $600 in Easter business receipts. 
The money was obtained from two cash 
registers after the owners, Ray Sandel 
and Carl Schanzenbach, and Mrs. San- 
del, as well as the porter, had been 
bound and forced into a basement wash- 
room. The robbery occurred just a few 
minutes before closing time. The store 


Former Shoe Man Becomes 
Author 


New YorkK—The 
many friends of 
Arthur A. Gaines 
in the wholesale 
and manufactur- 
ing branches of 
the shoe industry 
will recall his ac- 
tivities in this field 
some years ago, 
when he was ac- 
tively associated 
with the Gaines- 
Gordon Shoe Com- 

Arthur A. Gaines pany, located on 

Duane Street, New 
York. During recent years, Mr. Gaines 
has turned to literary work, and has 
already published his first highly suc- 
cessful novel, titled “Stolen Holiday.” 
He is now busily occupied in Paris, 
France, putting the finishing touches 
on his second contribution. This is as 
yet untitled. In addition to publication 
as a novel, it is being adapted to the 
stage and will soon emerge as a prom- 
ising vehicle for the theatre. 








Does an “Artistic” Store At- 
mosphere Sell More Shoes? 
[CONTINUED FROM PAGE 13] 


“We merchandise our pumps in a 
way never to lose a pump customer, 
giving exacting fitting to this style, 
which, more than any other, must fit. 
We do not let a customer go without 
seeing a large range of materials and 
colors in pumps, of which we keep a 
minimum of fifteen kinds, but our sales 
of pumps, amounting to fifteen hundred 
pairs a week, including all nine stores, 
is perhaps due to still another feature 
of our handling of this business. 

Here Mr. Steele explained that where 
many other stores grasp the oppor- 
tunity afforded by the pump for an 
extra profit, the College Shop manage- 
ment uses this margin to give a better 
grade of shoe than would be possible in 
a style shoe at their regular popular 
price. As a matter of fact, the pumps 
for these stores are ordered from man- 
ufacturers whose prices in other styles 
would be prohibitive at the College 
Slipper Shop price, and thus the man- 
agement offers the quality of finer 
shoes in pumps at the regular store 
price, which is a set figure of popular 
appeal on all shoes. 

An order for fifteen hundred pumps 
to be delivered within three weeks, 
which the writer was allowed to look 
over, was said not to be unusual at all 
for the College Shops, which average a 
total sale of 6000 pairs of pumps a 
month. 

And—let it be said in conclusion— 
this is pretty good husiness for stores, 
some of which are located in the very 
thick of other stores, shops and de- 
partments in a city still hardly a 
metropolis. 





Partnership Dissolved 


MARIETTA, OHIO—The firm of F. Zide 
& Bro., operators of The Fair Store, 
kas dissolved partnership with F. Zide, 
retiring. The business will be continued 
under the former name of John Zide, 





carried insurance. 


who now is the sole owner. 


Budget Control Solves Retail 
Stock Problem 


[CONTINUED FROM PAGE 36] 


the morning until they close in the 
evening. I spent them on the sales 
floor, and have practiced this policy for 
years. 

“The customer likes to be called by 
name; likes to have personal attention. 
It is fatal to a sale to allow a person 
to enter the store and be compelled to 
wander about before finding a seat and 
getting attention. 

“The routine, then, is to conduct 
them to a chair and call a salesman, or 
to summon a salesman who is unoccu- 
pied to usher them to a seat. Of 
course, it is not possible to nail every 
prospective customer as he or she en- 
ters the door. But those I miss gen- 
erally are tagged by another of my 
staff. 

“If a salesman, at our women’s store, 
discovers during a fitting that a foot 
treatment is needed or wanted, he calls 
C. H. Kermott, our foot comfort spe- 
cialist. He is a graduate of the Ameri- 
can School of Practipedics, using Dr. 
Scholl’s method of foot comfort. We 
also have an X-ray shoe fitter that has 
proved its worth. 

Advertising inclydes displays in 
daily newspapers four days a week for 
the family shoe store and two days 
weekly for the women’s store. The ra- 
dio is used daily and in connection 
with the Enna Jettick national radio 
program. Considerable direct by mail 
advertising is done. The mail matter 
is sent mostly to customers of whom a 
record is kept for this purpose. Win- 
dow displays at the women’s store are 
changed twice weekly, as are the dis- 
plays in the cabinets in the salon. 
These are models of neatness, conserva- 


tiveness and taste. ; 
Ls 





Eight New Members Elected 
to Hide Exchange 


NEw YorK— Eight new members 
were elected at the regular monthly 
meeting of the board of governors of 
the New York Hide Exchange. 

Among those admitted were partners 
of three well-known Stock Exchange 
houses, including William H. Fleisch- 
mann of Jackson Bros., Boesel & Co.; 
Joseph Faroll of Faroll Bros.; and Al- 
bert J. Wright of A. J. Wright & Co. 
of Buffalo. 

Other members elected included: Leo 
J. Hart of W. L. Montgomery & Co., 
prominent Boston hide brokers; Stew- 
art Gordon Bennett, director of Beard- 
more Leathers, Ltd., one of the largest 
tanners in Canada; Simon Allen, Chi- 
cago hide broker; Noble Parker Swift 
of Brooklyn, Mass.; and Enrico A. 
Stein of New York City. 





Shoe Man Heads Ashtabula 
Retail Group 


ASHTABULA, OHIO (UTPS)—Joseph 
B. Krohgold, manager of the M. K. 
Shoe Company here, has been elected 
president of the Ashtabula Retail Mer- 
chants’ Association. Mr. Krohgold 
started to work in shoe stores at the 
age of 14 years and managed stores at 
Cleveland and Lorain before coming to 





Ashtabula 15 years ago. 
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IS THE PLUS 
VALUE THAT MAKES A 
GOOD SHOE LACE BETTER 











Lightness—combined with extra strength— 
fine lustrous surface concealing extra dura- 
bility—unbelievable elasticity. 


This union of fine appearance and utility is 
most definitely a factor in the sale of fine 
shoes. 


ener SCHAEFFER 


he will quickly get them 
for you. 









all styles and colors—or v4 ACEL_ 


SCHAEFFER & COMPANY 
222 Cedar Street, Reading, Pa. 

















IN STOCK! 













' WOMEN’S 


$Q00 


pair 
and up 





Students in famous Illinois clinic 


STUDY CHIROPODY 


Many of the world’s leading Chiropodists are former shoe people 
who have followed up their valuable experience at the fitting stool 
with a course ir, Chiropody. Today they are earning from $5,000 
to $15,000 a year. 

The opportunities for Chiropodists are unlimited. In the United 
States there are about 162,000 physicians, about 82,000 dentists, 
but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody in 
America equips you for practice. 19th year. You are ready to enter 
with four years high school or equivalent. Largest foot clinic in 
world —over 16,000 foot cases handled annually, large faculty 
physicians, surgeons, chiropodists. Write for catalog. No obligation. 


——---—MAIL THIS COUPON TODAY —~--—— 


ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGERY 
1327 N. Clark St., Chicago, Illinois 

Gentlemen: Please send me, postage prepaid, latest catalog and complete 
information relative to Chiropody and your school. 


Name 


Street and Numb a 
City. State tacts sstsea 


Children. 




















MEN’S 


$950 


pair 
and up 


We have, in stock, for immediate 
delivery the Largest Selection of 
Imported and Domestic Riding 
Boots for Men, Women and 


Write for Complete Catalog B-87 
Colt-Cromwell Co., Inc. 


EST. 1899 ° 
1239 Broadway, N. Y C. 


Also In Stock at 
424 So. Broadway 
Los Angeles 
Calif. 
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WHERE TO BUY 
Ballet Slippers 


» DELIVERY 


Fast replacements and in- 
ij stant service generally, 
i are necessary for your 

theatrical department. 
4 Supplying our full line 
to dealers everywhere, we 
i know your needs. 


Write us! 


CHICAGO 
THEATRICAL 


SHOE CO. 
3rd Floor, Capitol Bldg., 
159 N. State St., 
Chicago, Ill. 


Coast Orders filled from: 
6715 Hollywood Bivd., Hollywood, Cal. 


WHERE TO BUY 
Slipper Ornaments 












The Hoffert 
Tee Silpper 














vompan, ©” BOWS vrnsmens 


of Every Description for 
Boudoir Slippers 





The right merchandise at the right time 
Selid colors in stock ples on req 


HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 




















Stetson Opens New Chicago 
Store 


CuHicaco (UTPS) — Stetson’s have 
just opened their new shoe store at 59 
East Randolph Street in this city. The 
shop is the latest in all modern equip- 
ment and fixtures. Chairs, of a very 
comfortable design, are green with red 
and green upholstering. Two large 
windows facing on busy Randolph 
Street are panelled and inlaid with 
natural wood, and the most up-to-date 
lighting fixtures coupled with the lat- 
est styles, nightly draw large crowds 
like a magnet. 

W. A. Jones is the manager of the 
new establishment. Mr. Jones has been 
with the Stetson Company for many 
years. 

This new store will take the place 
of their establishment located on East 
Madison near Michigan. V.‘B. Heaps, 
manager, is now conducting a sale to 
sell out all of their old shoes. No new 
spring styles are being offered, but the 
place is constantly packed with women 
drawn by the wonderful bargains 
offered. 

The new store handles Stetson’s wo- 
men’s shoes exclusively, and Manager 
Jones reports that they have had ex- 
cellent business since their opéning 


day. 








Stores Cannot Stand More Taxes 


[CONTINUED FROM PAGE 42] 


taxing has been the chief ‘topic of legis- 
lative discussion, including not only the 
fixed 1 per cent charge but the possibil- 
ity of the Kentucky Progressive tax 
idea being added to it. 

The North Carolina State Tax Com- 
mission, in opposing sales taxing, re- 
ports: 

“The general sales tax has some fea- 
tures that commend it. It starts out 
with universal application to all arti- 
cles of commerce, and does not, there- 
fore, aim at requiring purchasers of a 
given article to pay the taxes of others 
who do not happen to use that partic- 
ular article, as does the sales tax on 
selected articles. If resolutely applied 
to all commodities it has larger revenue 
possibilities than sales taxes on selected 
articles. It requires installment pay- 
ment of taxes, by taking its toll on all 
purchases each day instead of in lump 
sums at given periods. It is a tax on 
consumption and hence has little, if 
any, bearing on the location of competi- 
tive industries. 

“But in our opinion this series of ad- 
vantages of the general sales tax is 
outweighed. by its infirmities. It takes 
little account of ability to pay, and is 
the most successful form of tax on 
poverty that could be invented. It 
stands between the hungry and every 
loaf of bread and demands its payment 
in advance. It would take its toll from 
the very sums that charity distributes 
to help feed the unemployed and the 
helpless. To the extent that it took any 
tax off the landlord it would pass it on 
to his impoverished tenant, and from 
the owner of the factory to his par- 
tially employed laborers. It offers 
widespread opportunity for fraud. in 
concealing the tax after, it has been 
passed on and collected by the dealer. 
It pyramids with multiple sales. Its 
administration would be expensive and 
difficult and would require an army of 
employees if administered with approx- 
imate success and equality. 

“The inevitable tendency of any form 
of sales tax that adds definitely to the 
sales price is to increase the volume of 
inter-state purchase, where the tax 
cannot apply, as against purchase 
within the state. North Carolina is 
peculiarly susceptible to this influence, 
with its long border lines. The Con- 
stitution of the United States guaran- 
tees the free flow of commerce across 
all state lines, and no tax can be im- 
posed upon it. This limitation makes 
it impossible for states to employ the 
sales tax principle in any large way as 
may be done by independent sovereign- 
ties that control the flow of commerce 
across their borders. 

“These objections seem to us to far 
outweigh the advantages of a general 
sales tax.” 

In other states, taxation is a live 
merchant topic. In York, Pa., Mahlon 
Haines, shoe merchant, organized a 
protest dinner in behalf of the York 
farm land owners. The farmers were 
his guests at that meeting and he, in 
their behalf, launched a fight against 
the inequality of assessments between 
city and suburban realty values and 
farm realty values. In his address he 
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said: “My friends and others cannot 
understand what is back of the motive 
of a shoe man to so broadly invite ev- 
ery farm owner in York County to a 
meeting of tax protest.” He was ac- 
cused of staging it as an advertising 
scheme to sell shoes. His effort, how- 
ever, was that of a citizen keenly inter- 
ested in the economic problem of a 
group of farm land owners. His fight 
was against excessive taxation. 

In other parts of the country, shoe 
men have led the way in the battle 
against increased taxation. Shoe men 
have also reached greater efficiency and 
greater economv in municipal, country, 
state and national governmental! opera- 
tion. There is no limit to‘the demands 
of government for money to carry on 
projects, good, bad and indifferent. The 
time of tax testing is right now, and 
business men need to organize, prepare 
facts and figures and stand unitedly 
against proposals of new taxes and in- 
creases of old taxation schedules. 
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WHERE TO BUY 
Fine Sport Shoes 


Fh 68 6 EP Pe 


“A Mile Away—You Know Them” 





Sun Chasers . 


— Ss 





SAN RIANO 


Beige Florentine Linen bright- 
ly striped saddle and tip: 
Crepe sole. 


Children’s, Misses’, Women’s. 


Interesting catalog of this and 
many other styles on request. 


Ki 


ee ee 


WHERE TO BUY 


Barefoot Sandals 


OP 6 FE EP PP 





WOODEN 
BAREFOOT 
SANDALS 


Priced from 
$10.50 to $21.50 
doz. 






Carried in stock in a variety of styles, 
colors and in different heights of heels. 
One dozen pair of assorted styles, 
enough to sell from, will be shipped 
to you on ten days’ approval. 
GOLD SEAL SHOE 
722 Broadway New York City 
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THE CREASED BREAST 
on Cuban Heels” 


No Additional Cost 
Over Breasted Heels 


| 


OVER A MILLION PAIRS 
Made by MEARS 
AND USED BY SHOE MANUFACTURERS 


Additional 
Wear 

















LAST YEAR 
NO MORE 
LOOSE BREASTING _The operation of 
: covering is simplified. 
NO MORE aden The Mears Once in place the cover 
SOILED BREASTING — Heel— stays there permanently. 
sieeriied Monoplaned 

















MONOPLANE wooD HEELS | 


FRED W. MEARS HEEL COMPANY, INc. 


AUBURN, ME. COLUMBUS, O. ST. LOUIS, MO. AUBURN, N. Y. 


Associated Companies 








Merrimack Wood Heel Co. Salem Depot, N. H. 
Conway Wood Heel Co. Conway, N. H. 
% Heel Patent 1,718,177, Dated June 18,1929 ..... Heel Patent 1,761,359, Dated June 3, 1930 
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One Man in Forty- 
and YOU are the Man 


ID you ever stop to think that you are one of the com- 
paratively small percentage of men whose “yes” or 


' “no” really matters to American business? 


Every morning 40,000,000 men start to work—in fac- 
tories and mines, banks, railways, stores and other centers 
of industry or trade. Forty million men turn the wheels 
that keep America clothed, sheltered and fed. 

But only one million of them make business decisions. 
Only one man in forty has the ability, the responsibility or 
the authority to say yes or no in business matters. Hence 
the real managing power of the country lies in the hands of 
these million men—less than one per cent of its total popu- 
lation. 

As a member of this group—this controlling minority— 
you share an important responsibility—the triple responsi- 
bility of wisely liberal purchasing, of generous employment 
and of sane management to hasten the return of general 
prosperity. 

& @ & 


How, you ask, do we know that you are one of the million 
who make decisions for others to follow? Because men 
who read business papers are alert and eager for news of 
new plans, new methods, new equipment. That is why they 
are the men who control affairs. 


diy 


THis SymsBou identifies an ABP paper... It 
stands for honest, known, paid circulation; 
straightforward business methods, and edi- 
torial standards that insure reader interest... 
These are the factors that make a valuable 
advertising medium. 


BOOT AND SHOE RECORDER 
IS A MEMBER OF 


THE ASSOCIATED BUSINESS PAPERS, INC. 
TWO-NINETY-FIVE MADISON AVENUE-NEW YORK CITY 
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REPCO CURVED 
BACK BRUSH 
WIRE-DRAWN TYPE 
NO. 1000 — GRAY 
NO. 1001 — BLACK 


REPCO STRAIGHT 
BACK BRUSH 


STAPLED TYPE 


NO. 300 ~— GRAY 
NO. 400 — BLACK 


REPCO DAUBER 
SHORT HANDLE 


NO. 550 — BLACK 
NO. 660 — GRAY 
















REPCO STRAIGHT BACK BRUSH 
STAPLED TYPE 
NO. 200— GRAY 





REPCO STRAIGHT BACK BRUSH 
WIRE-DRAWN TYPE 
NO. 1800 — BRISTLE 


— 


THESE unusually high-grade polish- 
ers and daubers will withstand the 
most rigid tests as to quality of ma- 
terial, construction, and wear. Each 
polisher and dauber is made of the 
finest wood and bristle stock, while 
the wax finish is carefully applied 
and is lasting. Repco Polishers and 
Daubers are made in both the wire- 
drawn and stapled types, differing 
only in the method of fastening 
the bristle knots. 





For Sale by Shoe Findings Dealers 


UNITED SHOE MACHINERY 
CORPORATION 


BOSTON, MASSACHUSETTS 





REPCO DAUBER 
LONG HANDLE (WIRE-DRAWN) 


NO. 250—-GRAY | 
NO. 490 — BLACK 





REPCO DAUBER 
SMALL SIZE 


NO. O—GRAY 
NO. OO BLACK 


NO. 1600 — BLAC 
NO. 1900-—- GRAY 





EPCO CURVED 
BACK BRUSH 
STAPLED TYPE 


NO. 100 — GRAY 
NO. 101 — BLACK 





REPCO STRAIGHT 
BACK BRUSH 
WIRE-DRAWN TYPE 
NO. 1490— GRAY 
NO. 1650 — BLACK 


REPCO DAUBER 
LONG HANDLE 


NO. 350— BLACK 
NO. 440— GRAY 


REPCO STRAIGHT BACK BRUSH 
WIRE-DRAWN TYPE 
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THIS MAY BE. 
YOUR OPPORTUNITY 











' SALESMEN WANTED 


POSITION WANTED 


FOR SALE 





im 





SALESMEN WANTED 
)Exceptional opportunity for high grade 
ymen with established trade to sell direét 
from the factory a fast novelty instock 
line, retailing at $4.00 and $5.00. 
ritories open in East—Middle West and 
South—straight commission basis. Give 
full particulars. 

HANNAHSONS SHOE CO. 
Haverhill, Mass. 











HOE S MEN wanted to carry our spats 
and s ornaments as a sideline. .Please 
ive terry =-and references with reply. 
ANOLI NUFACTURING CO., 4248 
No. CrawfdgtipAve.,* Chicago,” Til. 
+, Sa 


=  - 


~_ 


a Vert ’ 
SHOE SALESMEN ‘wanted by old established 
of 





manufacturer to.catry a remarkable new line 

hard sole Mules and D’Orsays retailing 
from $2.00 up.Territories now being revised. 
Automobile men preferred. Side line commis- 
sion proposition. 5 Give: full particulars. Ad- 
dress C-314, care ‘Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. ‘ 





WANTED—For the States of Missouri, Kan- 

sas, Nebraska, Iowa, Minnesota and. Wis- 
consin, Live Wire Shoe Salesmen with estab- 
lished following to carry as side line on com- 
mission basis our well known line of HAPYTOZ 
Turns, Stitch-steps and Stitchdowns. Seventy- 
five numbers at fast selling prices all Stocked. 
Exceptional opportunity to assist in defraying 
traveling expenses. Write or wire for complete 
details. W.C. Goodger, Inc., Mfg’r, Rochester. 
New York. Established 1908. 





SALESMAN to carry $5.00 retailer Ladies 

Novelty McKay must know buyers in terri- 
tory desired. Address C-446, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N, Y. 





ALESMAN—You can earn extra commission 

by selling our line of.Shoe Ornaments to 
the retail shoe trade. If interested write full 
articulars, territory you cover, etc. Fishel 
essler Company, 184 Fifth Avenue, New 
York, N. Y. 





EN WANTED to sell Department Store 

~,, and Mail Order houses only. Case lot prop- 
osition, in stock department. Established terri- 
tories open—Greater New York, Baltimore, 
Washington, D. C., Virginia. Strictly com- 
mission basis. Line consists of Misses’, Chil- 
dren’s Boys’, McKays and Welts; complete 
line of Stitchdowns. Address C-449, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


HOE manager and buyer for shoe department 

or store. Ten years’ experience, good win- 
dow trimmer, excellent salesman and graduate 
practipedist. Age thirty, single. Present con- 
tract expires June first. Address C-436 care 
Boot .& Shoe. Recorder, 239. W. 39th Street, 
New York, N. Y. 





RETAIL SHOE MANAGER, sixteen years’ 
experience, Manager seven years, thirty two 
years old, fine appearance, Al references, good 
window trimmer, go anywhere. Address C-441, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





ANAGER-BU YER—15 years’ experience in 

Departmefit and . Chain: Stores; men’s, 
women’s and children’s. Now with National 
Organization, Available immediately. Mr. L. 
C.. Spencer, 240 Elmwood Avenue, Maplewood, 
New Jersey. 





Shoe Merchant 
/ retiring 


Excellent opportunity to pur- 
chase a going Family Shoe 
Store. 50 years of continuous 
merchandising. Located in New 
England’s second ‘largest. city. 
(Goodlease.) Modernequipment. 
Normal business over $206,000.00. 
For further informatior*inquire 
of C-430, care-Boot & Shoe Re- 
corder, 239 West 39th Street, 


New York, N.¥... - 











MANAGER OR ASSISTANT, in Southwest 
or West, ‘for women’s and children’s high 
grade footwear, 14 years’ experience mostly 
departments stores. Married, 36 years old, 
now employed as shoe manager and buyer 
large dept. store. Daughter must be moved to 
drier climate. Will accept position as salesman 
if good opportunity for advancement. Address 
C-445, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





ANAGER AND MERCHANDISER shoe 

department for chain organization, young 
man, twelve years’ experience desires connec- 
tion with small live chain organization in any 
capacity to prove ability know modern mer- 
chandise methods and stock control, willing to 
go anywhere, best reference. Address C-448, 
care Boot & Shoe Recorder, 209 South State 
Street, Chicago, Illinois. 


ACCOUNTANT, expert bookkeeper, credit 

man; sales and collection correspondent, cap- 
able salesman, present employed by a large 
slipper manufacturer in a confidential capacity, 
desires to change, very well known in the trade, 
excellent qualifications as buyer of raw mate- 
rials, understanding all details thoroughly and 
capable of doing big things, always considered 
a very valuable employee with excellent business 
ability, all replies confidential. Address C-451, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





7 


e OMPACT—Neat — Attractive — newly ,, fur- 

nished shoe store, central, very low rent, ex- 

cellent opportunity. to buy: for Boston trade, 

$4,000. Address C-442, care Boot & Shoe 

Recorder, 239 West 39th Street, New York, 
. ., 





PROVIDENCE, R. I. Shoe Store for, Sale. 
Now doing a good business, a splendid one 
man proposition. Established thirty years. 
Gross profit last year $4500. Expense $2400. 
uick action gets it. Address C-444, care Boot 
Shoe Recorder, 239 West 39th Street, New 


York, N. Y. 





LINE WANTED 


EXPERIENCED salesman South wants line. 
Medium price. Ladies’ Lines. No advance. 
Behere = Miller, 2008 Perry Street, Jackson- 
ville, a. ‘ 








SHOE DEPARTMENT WANTED 














FOR SALE 


FoR SALE—Best exclusive shoe store in good 

small Florida city. $20,000 stock that can be 
reduced. Established, good location, good lease. 
Half cash to handle. Address C-447 care Boot 
& Recorder, 239 West 39th Street, New 
Yoru, NX, 





Shoe Department Wanted 

I will buy or lease a Shoe department in 
ae. Rhode Island or Connecti- 

t. department store. Give annual sales 
in your reply. 
Address C-450, care Boot & Shoe Re- 
corder, 239 West 39th Street, New 
York, N. Y. 














CLASSIFIED ADVERTISING 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 
word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
®F Advertisements for this page must be in our New York office on Friday of the week preceding publication 8 


RATES 
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FOR SALE FOR SALE MERCHANTS’ NEEDS 
| sé Miilbradt 
FOR SALE: boa =| Rolling Step Ladders 
Old established family shoe store in good Mississippi town, 20,000 popula. ea anes ee 
tion. Good location, reasonable rent. Wonderful opportunity to right man. = =| ently. 
Can be handled for $5,000 cash. Address C-443, care BOOT & SHOE Py —-| They last a lifetime 
RECORDER, 239 West 39th Street, New York, N. Y. ls, eam EE and 
: i? k———] Are made in any style, 
——t- a Gad wane las 3 
ES ees cs 
BUSINESS OPPORTUNITY MERCHANTS FFE] est indaer’ sor your use. 
nn Man‘tilbradt “is 
: a Bl anufacturing Co. 
DISPLAY JPAPERS ea | ‘Established 1898 


Chiropody, Inc. 


Young men having shoe experience 


Have you our samples? 


DISPLAY CREATIONS 
1439 Broadway, Detroit, Mich. 


























and high school education well quali- 
fied to study and make success of 
Chiropody, good paying profession. 
South | offers: many good locations. 
Second term night course, two years 
duration, begins September 7, 1931. 
Write 257 Peachtree St., Atlanta, Ga. 




















A, O. POLLINGER. CO. 
216 HOLLAND BLDG., ST. LOUIS, MO. 











Send Glass Sizes for Estimate 
Designs and Materrais - No Obligation 


CAMDEN ARTCRAFT Co. 160 NWellsSt 


CHICAGO. 1 


WANTED TO PURCHASE 








| oi RECORDER 
Ga SKea | Window Display 
Fa? CARDS 


for MAY 





If you contemplate selling your 
entire or surplus stock com- 
municate: with us.- Prompt. at- 
tention given. 
KIRSCH-BLACHER CO., INC. 
590 Broadway New York 
Phone Canal 6-4298 and 4299 


THE AMERICAN PRINTING a“ LABEL CO 


BIQ-ZIG E 21h St. CINCINNATI. OHIO 


Mite now fot Samp | 











We will pay the best price for 
your surplus or entire stocks of shoes, 
general . merchandise or department 
stores. Leases assum 

Phone - te - 

All matters strictly confidential. 


jon rnde to ok x | WAND ERBITT 
; HOTEL 





HOTELS 

















MERCHANTS’ NEEDS 











Park Avenue at 
Thirty-fourth Street 
VANITY BOWS New York 
——.. , soem a : hie VANDERBILT Hotel ts no 
) S| Rests (Qa, more expensive than any other 





first-class hotel in New York. 
Room and bath--- 5422 


Colorful, Artistic 
Die-Cut Tops 
14 Different Texts 
Cards 7 x 12—3 colors 
Price Tickets Included 


Now, when the Spring season is start- 
ing, it will be to your advantage to buy 
your bows direct from a manufacturer 























ho h isfi 
To19, Nhe above pe By Oe a 
$4.00 a anit Cio, any combination 6 Card Service.:.... $3.00 
tna they an abe alashed oe ot 
pump. e 
is whe: ene a a aa 12 Card Service...... 5.00 
request. Samples sent on request. 
VaR Sayeene Merchants Service Dept. 
1261 A “9 , Boot & Shoe Recorder 
BROOKLYN N. Y. <aeenae 
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Increase Your 














BOOT and SHOE paconecs, 
oe Wat West 38th Street, New York, WN. Y. 
Bnclosed please find fifty cents 


LEATHER MCEXICON. 





SALES ABILITY 


Know shoes as mer- 
chandise, shoes in re- 
lation to the cus- 
tomer. 
types and their pur- 
poses—the kinds of 


a Seay of the Stee Hotct Binns SEE ence at 


Know _ the 


leathers. Fatten up 
the pay envelope 
— a few min- 

utes study a day 
in your spare 


at 40* 


met 











Youl 


pe 
Swimming pool free to guests 


T ELTON 


and Lexington NEW YORK 


Combines all the 


enjoy it. 





e A. Byrne Shoe Manager 
for Blath Store 


ATLANTIC City, N. J.—J. A. Byrne, 
for more than 10 years connected with 
the retail shoe trade in New York, has 
become manager of all the shoe depart- 
ments in the local department store of 
M. E. Blatt & Company, Atlantic Ave- 
nue. 

Mr. Byrne held a responsible position 
with the Henning Boot Shop on Madi- 
son Avenue, New York, for a number 
of years, and for the past eight years 
or more was buyer and manager of the 
women’s shoe department at Franklin 
ag & Company, Fifth Avenue, New 

ork. 





MERCHANTS’ NEEDS 








DPDARAGON 
Shoe Stretcher and Lengthener 


Three size Lasts with each machine. $15.00 thru you 
Shoe Finder or direct from us. 


LAING HARRAR & CHAMBERLIN tee. 
Sele Agents 
4 Nerth Third Street — Philadeiphia, Pa. 





—— 





Opens Plant in Danvers 


DANVERS, Mass.—A new Onco plant 
has been opened by the Brown Com- 
pany in Danvers, which will enable 
this concern to increase production on 
their upper stock. Demand for this 
product, which is manufactured by the 
concern in a variety of grains and col- 
ors, overtaxed the capacity of the Pea- 
body plant, necessitating the removal to 
Danvers, where larger space has been 
procured. The new quarters will en- 
able the Brown Company to meet in- 
creasing demand which has developed 
since this new product was placed on 
the market. 





MERCHANTS’ NEEDS 





WINDOW 
DISPLAY F oo 


SEGALLE "SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
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Kiddies’ Korner Feature 


JACKSONVILLE, FLta.— A feature of 
the recently remodeled Kinney Shoe 
Store is the elevated seats in the “Kid- 
dies’ Korner.” H. T. Foley, store man- 
ager, reports a very successful year 
and believes he has every reason to ex- 
pect a good increase for 1931. 








Homelike in service, | 
appointments and lo- | 
H cation... away from } 


i] noise and congestion, 


} yet but a few minutes 
from Times Square... 
garage facilities for 
tourists. 


Room and Bath from 
$3 single $4 double 


500 Rooms 


Home folks will 
like this hotel 


BRETTON HALL 
BROADWAY at 86th ST. 
SS NW YOK SSS 
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THE Business 
BAROMETER 


Business Changes 


ARKANSAS—Eldorado—F. L. Dumas Stores, 
Inc.; boots, shoes, etc.; inc. authorized capital 

ILLINOIS — Alton — Maul Shoe Co.; boots 
and shoes; inc. authorized capital $7,000. 

—H. Brandt & Sons; boots and 

shoes; inc. authorized capital $25,000. 

Nels A. Johnson (1102 Belmont Ave.) ; boots 
and shoes: removed to Niles Center, Ill. 
Des Plaines— Samuel Meretek ; boots and 
shoes; removed to Maywood, III. 

INDIANA — Muncie — Lawrence 
Inc.; boots and shoes; incorporated. 

KENTUCKY—Louisville—H & E Shoe Co.; 
boots and shoes; inc. authorized capital $2,500. 

MASSACHUSETTS—Boston—S & S Depart- 
ment pre Inc.; boots, shoes, etc.; recently 
incorpo: 

Haverhill-Dainty Maid Shoe Co., Inc. ; 
ufacturers; inc. authorized capital $10,600. 

Newman Shoe Co.; manufacturers; inc. 
authorized capital $50,000. 

MICHIGAN — Grand Rapids — Borgman 


Shoe Co., 


Stores; ee boots, shoes, etc.; inc. authorized capi- 

ta 

MISS OURI—St. Louis—Rohde Poelker Shoe 

Co. (2508 N. 14th St.) ; eae and shoes; partner- 

ship dissolved ; succeeded b John G. Poelker. 
NEW JERSEY — Woodbury — Quality Shoe 

Store; boots and shoes; inc. authorized capital 


$100,000. 
NEW YORK — Brooklyn — Rainbow Bootery 
$20,600 en boots and shoes; inc. authorized capital 
New York—New York City—Chas. B. Harris, 
Inc. ; boots and ag , 
Robins Shoe Co., boots and shoes ; inc. 
authorized capital "$10, 000. 
Savon Shoe Corp. (200 Church St. o1 50 
= St.); boots and shoes; reported liqui- 


datin 
SOUTH CAROLINA—Orangeburg—Hall Shoe 
Oe boots and shoes; inc. authorized capital 
TEXAS—Bonham—Max Hermer Co.; boots, 
shoes, etc.; succeeded by A. Englander Co. 
WISCONSIN — ison — Milwaukee Bentley 
Mercantile Co.; boots, shoes, etc. ; incorporated. 








Failures, Embarrassments, Etc. 


ALABAMA — Florence — I. Kreisman (Kreis- 
man Men’s Shop); boots, shoes, etc.; reported 
petition in bankruptcy. 

COLORADO—Montrose—Mabry Shoe & Clo. 
Co.; boots, shoes, etc.; reported assigned. 

CONNECTICUT — Derby — Joseph Sicignano; 
boots.and shoes; reported petition in bankruptcy. 

GEORGIA—Athens—Charles Stern Co., Inc.; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

ILLINOIS—Cairo—William Cohen (Commer- 
cial and Sixth Sts.) ; boots, shoes, etc.; reported 
petition in bankruptcy. 

Chicago—Perry’s Shoe Stores, Inc. (711 N. 
Clark St.); boots and shoes; reported offering 
to_compromise at 30 per cent. 

William P. Perry (‘‘Perry’s Army Goods 
Store”) (786 N. Clark St.) ; boots, shoes, etc.; 
reported offering to compromise at 30 per cent. 

Roekford—Morris Schatz (Rockford Toe Shop) 
(212 S. Main St.); boots, shoes, etc.; reported 
petition in bankruptcy. 

INDIANA—Indiana Harbor—William Meyer 
(3615 Main St.); boots and shoes; reported 
offering to compromise at 25 per cent. 

La Porte—M. O. Smith & Sons; ‘boots and 
shoes; reported petition in bankruptcy. 

MARYLAND — Salisbury — Abraham Sachs; 
po ly and shoes; reported petition in bank- 
rup’ 

MASSACHUSETTS — Cambridge — Samuel 
Cohen (Cambridge Shoe Store) (595 Massachu- 
setts Ave.) ; ts and shoes; reported called 
meeting of creditors for April 8. 

Fitchburg — Manufacturers’ Shoe Syndicate 
(Harry M. Nathanson) ; boots nd shoes; reported 
assigned. 


Taunton—Charles Cohen; boots and shoes; re- 
ported assigned. 

MICHIGAN—Detroit—Arkoff Bros. (626 and 
692 Gratiot Ave.); boots and shoes; reported 
petition in bankruptcy. 

(2910 St. John St.); 


Flint—David Shering 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

Wayne—lIrving Gladstone; boots, shoes, etc. ; 
reper’ petition. in bankruptcy. 

MISSOURI—Kansas City—Royal Shoe Store; 

boots and_ shoes ; rted assigned. 

NEW HAMPSH RE — Littleton — Romeo Z. 
Morin; boots and shoes; reported petition in 


heniraptey. 

NEW YORK—Brooklyn—Betty Shoe Co., Inc. 
(70 Washington St.); manufacturers; repo 
called meeting of creditors for April 6. 

Morris ‘go (785 Third Ave.); boots, 
shoes, etc.; reported assigned. 

New York City — Chas. G. Cohencas (1759 
Madison Ave.); boots and shoes; reported peti- 
tion in bankruptcy; reported receiver appointed. 

Philip H. Lewis (502 E. Tremont Ave.) ; boots 
and shoes; reported petition in bankruptcy. — 

Williamsville—Hubert J. Daniel (5574 Main 

t.) ; boots, shoes, % : pregrtes assigned. 

OHIO—Newark—F. M. yan (“Ryan’s Five 
Dollar Shoe Store”) (17 Ss. Retain St.) ; reported 
receiver appoin 

OKLAHOMA—Okmurgee—Giles Shoe Co., Inc. 
(“Cash. & fob wo — €o.”) (111 E. Main St. ) 3 
reported offering to compromise at 30 per cent. 

PENNSYLVANIA — Upper Darby — ge mm 
Men’s Shop (7008 Garrett Road); boots, shoes, 
etc.; reported petition in bankruptcy. 

VIRGINIA — Hopewell — Mrs. Sadie Freeman 
(Freeman’s Dep’t Store) (277 Broadway) ; boots, 
shoes, etc.; reported assigned. 





New Shoe Stores 


Elmira, N. Y.—Gorton Co., Main and Water 
Sts. 

Barnabus, W. Va.—Kiah Adkins. 

Manchester, Ohio— The Carroll Store. 
cngsters) 

Heath Springs, S. C.——J. A. Williams & Co. 

Wausa, Neb.—J. E. Olson & Sons. 

Fort Wayne, Ind.—I. Grantz, 107 E. Main St. 

Central, 8. C.—Head Mercantile Co. 

Farmersville, a ys Blackburn. 

Shoreham, Vt.—J. Jacobs 

Avalon, Cal.—J. J. y he 4 Co. 

Leos Angeles, Cal.—J. J. Sugarman Co., 5156 
Hollywood Blvd. 

Los om Cal.—J. J. Sugarman Co., 7665 
Central A 

Waveland, Ind.—Chas. W. Moore. 

New Underwocd, S. D.—Chas. M. Lloyd. 

Chicago, Ill.—H. Brandt & Sons, Inc. 

Galesburg, Ill.—Louis H. Zeldes, 307 Bondi St. 

Reedsport, Ore.—J. R. Browne, 14th St. 

Batavia, N. ¥.—Samuel Farber, 4 Main St. 

Muncie, Ind.—Laurence Shoe Co. 

Mattapan, Mass.—W. T. Grant 1626-28 
Blue Hill Ave. 


(new 
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Bayside, N. Y.—W. T. Grant Co., E. S. Bell 


Vv 

Cambridge, Ohio—W. T. Grant Co., 736-38 
Wheeling Ave. (Oct. 1) 

Rhinelander, Wis.—J. J. Newberry Co., 704 
S. Bronn_ St. (soon) 

Alda, Mich.—J. J. Newberry Co., 114 E. 
Superior St. 

Fargo, N. D.—J. J. Newberry Co., 116 Broad- 
way. 

Germantown, Pa.—Millard’s. 

New York, N. Y.—National Liquidators Corp. 

_— Mass.—Dainty Maid Shoe Co., Inc. 
(mfr. 

Waverly, Iowa—Art Schlutsmeyer. 

McClelland, lowa—Jacobsen & Hansen. 

Monticello, Ky.—Willard Kennedy. 

Stiles, N. D.—D. Meade. 

= Tenn.—New Rogersville Depart- 
ment Sto 

Birmingham, Ala.—J. H. McCormick. 

Glasgow, Ky.—Lerman Bros. 

Graddyville, Ky.—Uril Janes. 

Elizaville. Ky.—C. N. Bennington. 

Crystal Valley, Mich.—Edw. Hissong. 
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Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 













Graf, Iowa—F. W. Coon. 
Harrison, Sg me W. Clapp: 


Concord, N. C.—Lonnie & "Gerald Dorton. 

Rockwell, S. C.—Harry Sowers 

Elizabeth, N. J.—Sears, Roebuck & Co., 1148 
Elizabeth Ave. 

Jefferson City, Tenn.—J. S. & D. ag Allen. 

Worthington, Minn.—Henry Koo: 

New York, N. Y.—Feifer Bros., 41-51 E. 11th 
St. (slipper mfr.) 

Lancaster, Pa.—Kaufman Store, 107 N. Queen 


Mt. Kisco, N. Y.—Cookus & Zotos. 

Minonk, Ill.—Edw. H. Meierhofer. 

Burbank, Cal.—Fred Scott, 151 W. San Fer- 
nando Blvd. 

Nampa, Idaho—James A. Corley 

Baltimore, Md.-—Narun’s, 1104 3 Charles St. 

Clinton, N. C.—Kaplon’s Underselling Store, 
Bunch Bldg. 

—— Va.—Chas. A. Bond, Inc., 711 E. 


B a 
ar Ga.—Chas. C. Smith, P. O. Box 


Clinton, baer Hamilton. 

Fairbury, Neb.—Seigel & Sall. (soon) 

y hag ten: —Bep’s Bargain Store, West Side 
Square. 

Catskill, N. Y.—Wellworth Store, Elks’ Bldg. 

Versailles, Ind.—A. A. Green. 

Dumas, Tex.—L. D. Morton. 

‘ozad, Neb.—Sam & Chas. George. 

Knoxville, Tenn.—Roy N. Lotspeich, Market 
and Union Sts. 

Birmingham, Ala.—A. R. Muckenfuss, 2113 
2nd Ave. N. 

Riverton, Wyo.—Golden Rule Store. 

Fremont, Neb.—W. M. Dunker. 

Middlesboro, Ky.—Ike Ginsberg. 

Alpena, Mich.—Le Mar Co. 
=— Ohio—M. Lurie, Camarge & Miami 

v 

Keansburg, N. J.—Kenneth Hall, 61 Main St. 

Central Falls, R. 1.—W. E. Noyes Co. 754 
Broad St. 
Kokomo, ot ee Co., 106 N. Main St. 
a Md.—S. F. Conley, 4705 Gwynn Oak 

Springdale, N. C.—Springdale Bargain Store. 

New York, N. Y.—Chas. B. Harris, Inc. 

oO rangeburg, 8. C.—Hall Shoe Co. 

fee Ohio—Lambert Shoe Co. 

bin, Ky.—Standard Associated Stores. 

Louisville, Ky.—H. & E. Shoe Co. 

Hamtramck, Mich.—Wisper & Schwartz, Inc. 

Detroit, Mich.—New Baltimore Department 


Stores. 
Detroit, Mich.—Shelbro Shoes, Inc. 
Hartford, Conn.— Grand Department Stores, 


Inc. 
on Wis. — Milwaukee Bentley Merc. 


Batesville, Ark.—Hoggard’s, Inc. 

Hope, Ark.—Darwin Stores Co. 
og York, N. Y.—Rainbow Booterie, Inc., 

in: 

Portland, Ore.—Sockett Fit Shoe Stores, Inc. 
— Falls, Pa.— Bartunek Bros., Garrett 

ig. 

Chicago, Ill.—Bentley _— Co. 

Alton, i Shoe Co. 

New York, N. Y.—Bon Ton Shoe Stores, 402 
Knickerbocker Ave. 

New York, N. Y.—Robins Shoe Co., Inc. 

Rochester, Pa.—K. & H. Co. 

Evarts, Ky.—Middleton Bros., Inc. 

Canton, Ohio—Neumann, Inc. 

New York, N. Y.—Ansonia Bootery, 121 W. 
38rd St. (soon) 
- Connellsville, Pa.—Kingley Co., N. Pittsburgh 


Philadelphia, Pa.—Louis Kessler, 5809 Rising 
Sun Ave. 

Knightstown, Ind.—Fred J. Sims. 

Las Vegas, Nev.—Olson Store. 

Caberry, Ill.—W. J. Parker. 

Audubon, Iowa—Laughery & Ruch. 

Greenville, Tex.—Smith & Furguerson. 

Manhattan, Mont.—The Peoples Store. 

Bozeman, Mont.—-Chambers-Fisher Co 

Philadelphia, Pa.—Bonner Trading Corp. 

Great Falls, 8S. C.— Gambles “bapareanet 
Stores, Inc 

Sidney, ‘Ohio—Shank’s, Inc. 

Cumberland, Md.—People’s Dollar Shonen, Inc. 

St. Louis, Mo.—Robertson Dry Goods 

New York, N. Y.—S. H. ‘Abeciaees, Inc., 
Bronx. 

Racine, Wis.—John Jorgensen Clothing Co., 


ne. _ 
Mt. Clemens, Mich.—Brown & Brown. 
Chicago, Ill-Warsaw Department Store, Inc. 





Boot and Shoe 
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Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boot AnD 
SuHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 


their production and distribution. 
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Arnold, M. N., Shoe Co., No. anne 


Mass. Lakin <4 Ce eae 6 haem Aiea 2 oa 4-25 
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a lh Edwin, & Sons, Inc., E. Weynsouth, . 
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Mass. 5 
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Friedman, B., Shoe Co., New York City... 47 
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Gold Seal Shoe, New York City....:... 52, 62 


Green, Daniel, Company, Dolgeville, N. Y.. 29 


Hazzard, R. P., Shoe Co., Gardiner, Me .. 37 
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Hoyt, F. M., Shoe Co., Manchester, N. H.. 50 





IN THI 


VOICE OF THE TRADE ...........- 


DoES AN “ARTISTIC” ATMOSPHERE 
SELL MORE SHOES? ........ denen 


THINGS To Do EacH Day IN May.. 


BROWN FoRGES AHEAD ............ 


FROM THE EpITor’s ANGLE...... 

WHEN SHE WEarS HER First Pumps 
SELLING SHOES TO TYPES OF MEN... 
SHOES IN-Stock SECTION.......... 


BUDGET CONTROL SoLvsS RETAIL 
STOCK PROBIEM .).0.035..00%. be 


CAN My Store SELL Sport SHogEs?. 
STORES CANNOT STAND MorRE TAXES 


te ee 


BUSINESS BAROMETER ............. 


S ISSUE 


Observations and Comment..... 9 


Hubert Steele Says “Yes” ...... 12 
The Busy Merchant’s Calendar. 14 


Used This Season for Accent or 
CAOOWIE op ciccheig 5 hisses 06.5 vis CaS 16 


By Arthur D. Anderson........ 18 
By Madame Hamilton Jeffries... 20 
A Selective Advertising Idea.... 22 


Using In-Stock to Sell More 
i eee ot AAD gan be 33 


How California Merchant Re- 
duced His Inventory ......... 36 


Twelve Promotion Ideas ....... 38 


Power to Tax Is Power to De- 
ON, as ec cee Veg daa toh twee 


What’s Doing Everywhere...... 49 


Changes, Embarrassments, New 


B08 36. CRB AEA Oe 


70 





Ideal Baby Shoe Co., Danvers, Mass...... 


Johnston & Murphy Co.,. Newark, N. J.... 41 


Kendall Shoe Co., Haverhill, Mass........ 58 
Levey Bros., New York City...........+++- 47 
Lyon & Co., New York City.........--++- 47 
Midvale Shoe Co., St. Louis, Mo.........-. 1 
Morse & Rogers, New York City........-- 47 
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46 


NuWay Shoe Co., New York City........-- 
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Old Colony Shoe Co.,; Brockton, Mass...... 50 


Packard, M. A., Co., Brockton, Mass...... 50 


Paristyle Footwear Mfg. Co., Inc., New 
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Powell & Campbell, New York City....... 46 


Reynolds, Bion F., Brockton, Mass 
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LEATHER AND OTHER MATERIALS 


Amalgamated Leather Cos., Inc., Phila., 
Pa. Front Cover 


American Hide & Leather Co., Boston, 
MEMES. Fob coc iivsrehetshesetesteevateeses 


Armstrong Cork Co., Lancaster, Pa....... 4 
Barrett & Co., Newark, N. J........ 3rd Cover 
Deauville Import Corp., New York City.... 57 


Evans, John R., & Co., Camden, N. J... .26-27 


Levor, G., & Co., New York City.......... 2-3 


New Castle Leather Co., New York City.. 45 


Northwestern Leather Co., Trust, Boston, 
FEMME, sc cccseceses Seedkgaseseerieel @rnce 51 
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Next Week 


you will find 
in the 


Boot and Shoe 


‘Recorder 


‘Ss ANY time you change from a so- 

ealled extravagant philosophy to 
a thrift philosophy in a country that 
has lived by a general term ‘extrava- 
gance,’ you change the country from 
one in which sales are active into one 
where sales are lethargic,” is what 
Paul M. Mazur, banker and economist, 
will say in our next week’s issue, and 
that is the reason why “something 
must be done to increase the desire of 
people for fashion and for footwear.” 
He will tell why people buy goods, first 
for utility and second for desirability. 
He will tell what tremendous promise 
can be accomplished by increasing the 
desire through this most important ele- 
ment—“timed” fashion. 

That theme of timed fashion is the 
keynote of the Styles Conference to be 
held in New York April 27 and 28. We 
give a pre-picture of the purposes of 
that conference. The long pull gives 
promise of real sales promotion. Every 
effort is being tried to put our industry 
on a plan-able base for next fall’s op- 
eration. Come to the Conference if you 
can—and save reading-time for the 
stories in the next few issues leading 
the way to better shoe business. 
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CHRYSLER BUILDING 
N. Y. 


68 stories above ground 
3 stories below ground 






TWO FAMOUS | | 
FOUNDATIONS 





VULCO-UNIT BOX TOE 
and 


THE UNDERSTRUCTURE OF 
THE CHRYSLER BUILDING 


CB aus the Chrysler 


Building —that magnificent tower of 
modern architectural beauty, the builders 
have carefully placed a safe and endur- 


ing foundation. Likewise — the modern 





manufacturer selects Vulco- Unit Box 
Toes as a safe and enduring foundation 
upon which to build the style and beauty 


of his shoes. 


BECKWITH MFG. COMPANY 
eManufacturers of Uulco ‘Products 
STATLER BUILDING BOSTON, MASS. 
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Omlaticins Gree o.oo ccc ccc: KFJF 
PROT TIG << <sccacsennsce0-cnes-- WCAU 
WO RCMEIIRN ONE sooo cses cis 2 casa da vananesay=cscosee OO 
CS eae eeereanet pat oa KOIN 
Providence ..................-.....-. ....... WEAN 
Salt Lake City ee es calle vaca acca KDYL 


Sis ANGORIO .........2.....<-.<..... 
San Francisco.. 
Seattle .............. 





Spokane ....... .. 

WN abn foo ck A ou cs ences od wees. ase KMOX 
Syracuse ........ Beer ee WFBL 
TUN oo ads Sago. saazaceneaicin'coa tea KVI 
TINIE on asego La cavedecs Raced cone .WSPD 
Washington .. ....... . WMAL 
REE Eis ee ay oe een ie KFH 








CATHERINE FIELD 
(Guest Artist April 29) 





Up, up, up they go—at a rate that is notable in the industry. 
Why are Vitality shoe sales mounting? 


The first quick answer is“Vitality Personalities”—a coast- 
to-coast radio feature over the Columbia Broadcasting 
System, presenting a new stage and screen star each week. 


But back of this program is a splendid product — plussed 
with intelligent, enthusiastic dealer co-operation. 


The net of the situation is that America approves the 
VITALITY principle in entertainment as well as in shoe 
construction. Both offer something new . . . something 
better . . . something smarter. 


¥ou may be interested in handling merchandise whose 
appeal is as up-to-date as tomorrow. If so, we have an 
especially interesting proposition for progressive busi- 
ness men. Write for it today. 


Vitality shoes are for women, men and boys. For women 
—AAAA to EEE, sizes 2 to 11, to retail at $5 and $6. 
For men—AAA to G, sizes 5 to 14, to retail at $5 and $6. 
For boys—A to E, sizes 1 to 6, to retail at $4 and $5. 


p* 


¢ VITALE ITY SHOE E fe O 2MPANY \ 














BRANCH OF TERN ATM CNL SHOE CO 





a 
6 


1509 Washington Ave., ST. LOUIS, MISSOURI 





Vol. 99, No. 7. Published every week by the Boot & Shoe Recorder Publishing Company, Division of United Business Publishers, Inc., 239 W. 39th 
St., New York, N. Y. Entered as second-class matter Sept. 19, 1925, at the Post Office at at York, N. Y., under the act of March 3, 1879. 
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Subscription price, $3.00 per year. Printed in U. 


BooT AND SHOE RECORDER 
combining THE SHOE RETAILER, April 25, 1931 





1 








And nowin Tennis, too— 
Ball-Band leads in 


Style and Quality 





























KENWOOD OXFORD 


Imported open mesh 
net, snow white, unlined. 
White rubber saddle and 
wing toe tip. White Rayon 
lace. White vulcanized 
crepe sole and beveled 
crepe heel. 


“Oh, how good looking! I'd like to have a pair.” BALL-BAND line of thirty-three sales building Tennis 
That se wath caw ee when ae = styles. Sales building styles because each, in its price 
new Kenw with its promise of cool comfort “ ” . ‘als. i 
and.émert appeerence, beth for spectator weer and fer range, hes extra values in quality of materials, in 
active sports. Here is a timely “style” appeal that is workmanship, in design. Extra values that are the result 
winning increased sales for leading shoe and department of the skill and experience gained during thirty years 
stores. of quality leadership in rubber footwear. 


And the Kenwood is just one number from the Ask for illustrated Price List. 


Mishawaka Rubber & Woolen Mfg. Co. 


280 Water St., Mishawaka, Indiana 


(Inquiries from the New England States and Greater New York should 
be addressed to Dunham Bros. Co., Dept. A, Brattleboro, Vermont) 
































BALL 





Ay 


The Gypsy 
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MO-DEB 
No. 5231 


for make-up orders for make-up orders 





DO THEY DO IT? 


° ® ° 
WE have told you about our 

stock department— its amaz- 
ing speed and scientific accuracy 


—and every word is true. 


Yet, many of our customers pre- 
fer to place make-up orders far 
in advance. Why do they in this 
day of close buying, small stocks 









and rapid turnover? 


DEES. One word answers—confidence. 
or Growing Girls 
Nar IMIG Confidence in the stability and 


$5 to 7.50 ‘ salability of Green shoes—and 


' 
Junior 


MO-DEBS in our delivery of shoes exactly 
Misses & Childrens 
$4 to $5 


GREENFLEX 


Misses & Childrens 


$3 to $4.50 
ALL N 
WELTS 


TINER. SHOE MANUFACTURING COMPANY 
960 HARRISON AVENUE BOSTON - MASS. 


GRADES = 
i SALES OFFICES | 








when and as ordered. 
















Room 611, Marbridge Bldg., New York | 


Boot AND SHOE RECORDER 
combining THE SHop RETAILER, April 25, 1981 


















CONCLUSIVELY— 





it is every inch 


AS BUILT BY _PEDIGO-LAKE’S EXACTING QUALITY _ STANDARDS 





—in the new field of $8.50 and $10.00 retailing—distinctive in the new top terri- 
tory for those who demand superfine footwear in luxurious fashions without hav- 


ing to indulge in needless extravagance. 


NOT TOO HIGH FOR THE MASSES— 





‘Edigo 
ST” 


What It Is Not! 


Summarizing briefly, many of the answers to the question, “What is a $10.00 Shoe?”’ 
were responsive to the suggestion, Finding what a thing is not helps to determine what it is.” 





It may be gathered, in this negative aspect, that shoes of near value and shoes of full value 
may look more alike than they are alike. 

It may be crudely imitated, but if it can be successfully duplicated in lower grades, then it 
is not and never was a $10.00 shoe of true worth—having ‘“‘arrived’’ perhaps behind a 


é °° 
smoke-screen. 


If found occupying prominence in mark-down sales, the evidence is strong that it was not 


eagerly sought at its assumed face-value. 


Intelligent members of the industry know, of course, it is not the price which makes the shoe 
worth it—notwithstanding short-sighted tactics (sometimes practiced) of allowing, if not lead- 
ing consumers to believe that price determines quality, rather than that quality should 
always govern price. Nor does it always follow, because a retailer may have paid $5.75 to $6.15 


. . . * ’ 
for a shoe, that it necessarily constitutes a worth entitled to the consumer s $10.00. 


That ‘‘anything is worth what it will bring” is not only fundamentally untrue, but danger- 
ously unsound—for that would constitute salesmanship ability (the high-powered type) as 
the chief factor in determining merchandise worth—and lead falsely to judging value by 


price. 


Distinctively P a d 1g O- la k e fo) h Oe (x O. __ Distinctively 


Fine Footwear Fine Footwear 


rar ae Saint Louis, Missouri ie tae 
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a $10.00 shoe 


IT IS THE SHOE THAT MAKES EVERYBODY HAPPY 





—it touches her heart with pride, her feet with the joy of lasting comfort, her 
mind with contentment, her purse with cherished economy—it touches the dealer 
with prosperity in repeating profits—it touches the sales people with a thrill of 
enthusiasm and inspiration—touches the manufacturer with a compensating 
reaction. 


—NOT TOO CHEAP FOR THE CLASSES 





‘edigo 
“TY” 





What It Is! 


Reduced to the most potent of the hundreds of expressions in the answers, there is practicable agreement 
in these qualifications: 


(1) Intrinsic, or consumer concern, in which it must meet the demands which fashion-wise, quality-minded 
consumers may rightfully expect—in the artistry of smartly designed shoes—fashioned to the final word of the 
hour—by use of lovely richness in prevailing shades of highest quality materials—a standard of excellence in 
the finest shoemaking of which the best craftsmanship is capable. Yet, deeper than the fastidious dictates of 
mere mode in its imposing externals, it must rest upon a base of internal fineness. It involves lasts which do not 
stop with elegant lines for beauty alone—and not only fit, perfect fit, but that conforming snugness for delightful 
comfort and lasting shapeliness—all the normal foot and mind demands—all of that consistency in taste and 
worth which the smart world knows—for $10.00. 


(2) Commercial, or dealer aspect. Consumers are induced intuitively in buying by what they see and feel— 
they repeat on their experience, or otherwise. Quality is the only known “price-static eliminator’ —price-bating, 
as a doubtful expedient, does not bespeak quality nor beget confidence. Consumers buy $8.50 and $10.00 shoes 
to avoid mistakes in quality and having to “guess about fit and fashion. Dealers should sell shoes backed by 
the honesty and competency of their creator and maker—then for his knowledge in fitting and integrity in 
servicing, he must have proper lee-way in mark-up to profitably compensate his time and investment. 


(3) Economic (for every one). The consumer discovers a saving in the outlay for footwear (a) by spend- 
ing wisely $8.50 to $10.00, as compared with the more frequent purchase of more pairs of lower priced, low 
grade shoes—plus the difference in looks, feel and fit, (b) those who use the advantages made available in 
the Pedigo-Lake product, find it no longer necessary to pay more. The retailer benefits progressively in 
his recognition of extra value, where the manufacturer controls cost by eliminating extravagant surcharges which 
otherwise go into the price or come out of the quality. The budget of cost involves (a) Prime cost for mate- 
rials and labor; (b) Secondary cost for administration, promotion and distribution. The greater the curtail- 
ment of secondary cost the more prime cost, creating greater value, there remains to go into the shoe where 
it counts most for quality. 


Distinctively P 0 d 1g O- la k e S. hA Oe (°o. Distinctively 


Fine Footwear Fine Footwear 


fer ama Saint Louis, Missouri fen Women 
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a Cvant Brande 


Standardize on , 





#8) Peerless Kid Colo | rs 


FOR FALL 


COLOR §Q@ Prado Brown 
COLOR '@$ Mooresque Brown 
COLOR J2BO New Admiralty Blue 
COLOR [$9 Leaf Brown 
COLOR §@ Madeira Brown 





* 


LINING COLORS 


Pearl 
COLOR J@ ~ Gray 


COLOR B@® — Parchment 





ALL POPULAR AND PASTEL SHADES 
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SEE OUR EXHIBIT AT 


BOOTH 30 
OFFICIAL OPENING 


AMERICAN LEATHERS 


HOTEL ASTOR 
APRIL 27-28 


The entire line of EVANS LEATHERS 
including RUBY KID— PEERLESS KID 
COLORS—(shoe stock)—PEERLESS KID 
LININGS AND MAXIMUS PATENT 
] LEATHER will also be on display at Booth 
‘ : 30. 











| JOHN R. EVANS & CO. — 
| | CAMDEN, N. Jj. 


Philadelphia Boston St. Louis 
al Cincinnati Rochester Milwaukee 


LEATHER S| 
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Timely Sport Shoes 
At New Lower Prices 


Permitting Very Profitable Retailing 
at 


B 830 
Maine Last. 
Brown Calf 
and 91 Stroll- 
er ‘ge 
and arter. 
and Quarter. B to D—6 
B to Dv , j to 11. 
to 11. be og 








SPEEDY 
SHIPMENT 








Though prices have been revised, we have never issued higher 
quality and workmanship in the Lewis line. 
These nationally accepted styles will make quick sales and firm 
friends. They are typical examples of the way in which Crossett 
outstandinzly meets the requirements of the trade in the spirit 
of the times. 
We are offering just as interesting values throughout the Crossctt 
and Lewis lines—comprising 30 fast-moving Spring and Summer 
: styles, in-stock, subject to immediate shipment. 
; We confidently invite comparison with any other shoes offered 
¢ CSET] \) in these grades. 
) Completely illustrated Spring in-stock folder will be sent promptly 
on request. 


CROSSETT SHOE CO. 


To Retail FACTORY AT AUGUSTA, ME. 212 ESSEX STREET, BOSTON, MASS. To Retail 
$6.50 - $8.50 Coast Representatives $5.00 
A. F. Medine, 573 Haywood Hotel, Los Angeles 
Chris E. Nelson, Hotel Gowan, Seattle Wash. 


S gee” 
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McNEELY COLORS 


have always been 
notable for the 
thoroughbred tone 
of authority and 
quality which they 
impart to fine foot- 
wear. 


WOMEN’S 
COLOR 25 {Autumn Brown} 
COLOR 99 {Rich Dark Brown} 
COLOR 33 {Parisian Brown} 
COLOR 88 {Blue} 


COLOR 66 {Almora} 


ESPECIALLY 
NOTEWORTHY IS 
MEN’S 4 COLOR 33 
PARISIAN BROWN 
(LO) KO) Se) {Sorrel} The new slightly gray brown 
introduced by Chanel as 


COLOR 28 {Saddle Brown} very high fashion. It will 


be extremely useful in the 
coming seasons. 


ere ALLIED KID 
ceo =COMPANY 


APRIL 27-28 


McNEELY DIVISION 
519 W. HUNTINGDON STREET 
PHILADELPHIA 
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PARISIAN BROWN 





VODE COLORS 
FOR FALL 
COLOR 14 
Leaf Brown 
COLOR 15 
Mode Beige 
COLOR 128 
Mooresque 


COLOR 30 
Prado Brown 


COLOR 127 
Cordova Brown 


COLOR 39 
Admiralty Blue 


COLOR 8 
' Oxydé 


COLOR 161 
Paddock Green 
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OUR NEW FALL BROWN 
COLOR 126° 
PARISIAN BROWN 


* 


is an important addition to the Brown 
Color family—especially since it will 
serve a double purpose. 


Since 


It is a perfect match for the new Gray 
Browns which will be introduced in 
ready to wear clothes. 








Also—it is a contrasting neutral 


brown with high shades as well as the 
new French Colonial pastels. 
: \ PARISIAN BROWN is very young, but 





is already assured a long life in Amer- 
ica. Already it has been received with 
enthusiasm by leading stylists of the 
shoe industry. 


* Our interpretation of Tunisie sponsored by Tex- 
tile Color Card Association for Fall 


* 
See our exhibit at Booth 7—Official opening American Leathers, Hotel Astor, April 27-28 





WEBER EDEREREREREREEE. 


ALLIED KID 
CROW 6 em 4 











STANDARD KID DIVISION 
209 SOUTH ST, BOSTON 
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QUAKER CITY Kl 


d-e-p-e-n-d-a-b-i-] 
















SEE OUR EXHIBIT AT 


OFFICIAL OPENING 
AMERICAN LEATHERS 
HOTEL ASTOR 


weed 


Calling for QUAKER BROWNS 
and BLACKS in your orders is 
like investing in seasoned securi- 
ties. 


Their impressive record of con- 
tinuous service with so many of 
America’s foremost quality mak- 
ers of men’s and women’s shoes 
is assurance of their depend- 
ability. 





Boot AND SHOP 
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A line of shoes to fill 


every need at a price for 
every purse™ 


ee 





* The combined specialty lines that make 
up the complete line of Star Brand 
Shoes for men, women and children 

sist of more than 1,000 different 
styles—“A shoe for every purpose at 
a price for every purse.” That is an- 
other reason why “Star Brand Shoes 








aot As, are better” for you to buy and sell. 
Vor 
pon ROBERTS. JOHNSON § RAND 


St. Louis, Mo. 








Fall Colors in 
FANCY WILLOW 
will be ready for 
your inspection at the 
Hotel Astor Showing 
April 27 and 28 




















Da tae a ROT 




















MM 







































































THERE IS NO SUBSTITUTE SFSs4s sy 
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900 Moortsque 
901 Mode Beige 
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NOTABLE MANUFACTURERS 

OF WOMEN’S HIGHEST 

QUALITY SHOES ARE 
USING 


LUNAR SATIN 
MATS 


Blacks and Colors 


IN PREFERENCE TO 
ANY OTHER LEATHER 


Thereby Securmg 
ECONOMY 
ustthout 


SACRIFICE OF 
QUALITY 


SEE OUR EXHIBIT AT 
* BOOTH 26. 


OFFICIAL OPENING 
AMERICAN LEATHERS 














Titter & Reilly Sales Agencies in Canadian Leather Co., Ltd. 


65 Broad St., Rochester, N. Y. a <n 140 Inspector St., Montreal, P. Q. 
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BOTH GREAT “PULLERS” 


for 


MEN-anno—BOYS 


There’s a great sport season ahead. You can get the largest volume and the surest profit 

by carrying the Hazzard shoe. : 

a _ have the snap and style desired and they are priced right to meet the popular 
emand. 


See them at your wholesalers. 
They'll “Pull” good business and create a profitable and permanent patronage. 
Styles that catch on quickly! 


MEN’S ; bad a oa ZS 
Black and White — “ c o : MEN’S 
Lace Oxford \ Black and White 
Leather Sole and Wing Tip Oxford 
Rubber Heel Leather Sole and Heel 
Ritz Last Brogue Last 


AUGUSTA, MAINE— 2 FACTORIES—GARDINER, MAINE 
R. P. HAZZARD COMPANY 


Basten General Offices: Cileage 
Salesroom Representative 


119 Lincoln St. Gardiner, Maine 209 S. State St. 
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the same shoe in ALL SIZES? 


You can offer your customers better-fitting shoes that retain 
the character, lines, and contour of the sample 4B last, in 
all sizes by using Coordinated Lasts and Patterns . . . The 
smalier and larger sizes of any given style, when made on 
ordinary lasts, often vary in general effect and appearance 
from the 4B model. 

When you insist upon Codrdinated Lasts and Patterns you 
have the guarantee of machine precision throughout as 


‘ against hand work . . . Ours is the original and only 


machine grading. All other grading is hand grading and 
therefore subject to inaccuracies. 


COORDINATED LASTS and PATTERNS 
~ a & & @& & & & & & & & & & & 4 











UNITED LAST COMPANY > 


BOSTON 


td 


MASS. 
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YOUR BOYS BUSINESS 


: with 7 
Popular Sport Oxfo: 


They have the “gimp”—and hard knocks don’t phase them. You don’t 
gamble with quality nor with your reputation when you depend upon 
HOLLAND shoes, backed by over twenty-five years of consistently good 
shoemaking. .. . 


and sold to the foremost merchandisers in the large cities all over the 
country. 


HOLLAND SHOES are the only shoes for boys having this incomparable 
group of features: Molded insoles that fit the contour of the foot, and are 
perspiration and crack proof; molded arch feature to remedy or prevent 
arch weakness; right and left pattens for superior fitting; no breaking-in 
required; no chance for callouses to form. 


IN-STOCK LINE INCLUDES 


BIG BOYS to retail at $6.00 
BOYS to retail at 5.00 
GENTS to retail at 4.00 


























HOLLAND SHOE COMPANY 


Boot AND SHOP RECORDER 


1502—Boys’ Black and White 
Combination Blucher Oxford. 
Leather Sole. Wingfoot Rub- 
ber Heel. 28 a ar Last. 


D, 
, 1 -6 
D, 11 -13% 
Brown Com- 


567—Boys’ Black and White 
Combination Blucher Oxford. 
Avon Sport Sole and Heel. 28 
Collegiate Last. 

67 Boys’ ,C,D, 1 -6 
701 Big Boys’ B,C, D, 6%- 9 
568 Gents’ B,C, D,11_ -13% 
565—Same in Brown Combi- 
nation. 
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571—Boys’ Brown Combina- 
tion, Ventilated Oxford. Avon 
Sport Sole and Heel. 15 Cor- 
rect Toe Last. 
571 Boys’ B,C. D, - 6 
704 Big Boys’ B,C, D, 6%- 9 
572 Gents’ B,C, D,11 -13% 


597—Boys’ Brown Blucher 
Oxford. Crepe Sole. 15 Cor- 
rect Toe Last 





HOLLAND. MICHIGAN 








LET’S TRY TO REMEMBER 
THIS IS 1931! 


1929 was a great year—while it lasted! 1930 was 
—well, we all know what 1930 was! But those 
years are OVER. Statements for the first quarter 
of 1931 show consumers are doing plenty of 
buying from stores which go after business in 
the 1931 manner. 

Values are more carefully scrutinized than in 
the days of easy money, but consumers are look- 
ing for good quality and‘ are ready to pay for it 
when they find it. 

Due to lowered costs of raw materials, Matrix 
Shoes this season offer better value to the con- 
sumer than ever before. In addition, the exclu- 
sive Matrix moulded sole offers a feature to be 
found nowhere else at any price. 

March, 1931, was the biggest month for Matrix 


shipments in the history of our business and 





E. P. Reed progressiveness has just been further 
evidenced by the announcement of our new 
Tyless Sport Shoes— made with Talon slide fast- 
eners instead of laces. 

Here is an innovation startling in its novelty 
and fashion significance, offered at a time when 
every merchant is eager for extra business and 
increased style prestige. 

The amazing number of new accounts opened 
by E. P. Reed in the past few weeks demon- 
strates emphatically the selling power of the 
live new ideas constantly being developed against 
the background of our sixty-six years of ex- 
perience. These new ideas mean new business 
in your store. Let’s stop looking back regretfully 
toward 1929 and take full advantage of the 


opportunities of 1931! 


E. P. Reed & Company Maintain Quality Standards in All Their Lines: 
SPORTVIEW SHOES...VARSITY GOLF OXFORDS...HANDCRAFT SPORTVIEW 








AND 


““YOUR FOOTPRINT IN LEATHER” 





E. P. REED & CO., ROCHESTER, N. Y. 


New York Style Studio: Marbridge Bldg. (Broadway at 34th St.) Philadelphia Office: Denckla Bldg. Chicago Office: 1729 Republic Bldg. 


Tue Herwoop Boot AND SHor Company of Worcester, Mass., has been 
licensed to manufacture Matrix Shoes for Men. 
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JAVA RIN 


FOREMOST IN 
DISTINCTIVE STYLE AND QUALITY 
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RAJAH LIZARD 


12 RSE SOIR HSA AR 


FOR FALL 
JAVA PHOTO RING LIZARD 
RAJAH PHOTO LIZARD 
BOMBAY PHOTO LIZARD 
CALCUTTA LIZARD 
BABY ALLIGATOR 
IN NEW FALL COLORINGS 


Sahin eta Sar ached 
ebinditeiemiees aaa 


BOOTH 3 
OFFICIAL OPENING AMERICAN LEATHERS 


HOTEL ASTOR, APRIL 27-28 


BOMBAY LIZARD 
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TANNING 


AGOOS 


L. 


S. 





BOSTON 


100 GOLD ST., NEW YORK 
TANNERIES AT SALEM AND LYNN, MASS. 


SALESROOMS—145 SOUTH ST. 
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Ws does a famous shoe 


manufacturer put his name on 
the shoes he makes? 





Because it helps to sell them 
by proving their quality to the 
customer. 








If one famous name helps you 
make a sale—doesn’t it stand to 
reason that two famous names 
will help you more? | 





GOODYEAR is the most famous 
name in rubber. 





Goodyear is the name of a 

rubber heel. More people walk 

on Goodyear Wingfoot Heels 
than on any other kind. 





Why not have this extra proof 
of quality and value on the 
shoes you sell? 








Ur = Copyright 1981, by The Goodyear Tire & Rubber Co., Inc. 
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» /\nown 


OPENING AMERICAN LEATHERS 


——- MI LLE Raa 











AMBROSIA-814 SO POM POM -816.50 


SMART FEET 


ARE GOING IN FOR WIDE OPEN SPACES IN 


PATENT LEATHER 


SANDALS 


lebelled I. Miller 


Sandals are the pets of fashion. And, as everyone knows, patent les:ier is now « shining 
success. See how inimitably I. Miller combines both! Esch fine little cut-out has « 
meaning all its own ... And remember, all that is fair is not fragile. The famous I. Miller 
laste imeure these dainty patent leather sandals perfect balance, snua fit at the arches, 
heels ther tera. hug 

Slich, eriep little clippers — they deserve their popularity. And, mack our word, they're 
guing to cathe 0 bun of evw bins fen 3: Milles 


‘ET €8 BUT FEMINIWE TO WISH TO BE EXCLUSIVE’: 

















as 


eed 


Patent Leath 


s the shining light 


SETON LEATHER COMPANY 





HOTEL ASTOR. APRIL 27-28 


(Ch. a Joost 





NEWARK, N. J. 
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OVERSTOCKED ON LOBSTER 





STORY is told of Rhinelander Waldo, 

former Police Commissioner of New 
York, ordering dinner at one of the famous 
“lobster palaces” of New York City. The 
waiters had been told that the restaurant 
was overstocked with lobster, and they must 
do everything possible to move a lot of it 
that evening. 


S Waldo began his order, his waiter 
said, “Our lobster is very fine tonight, 
Mr. Waldo. Will you have a live broiled?” 
“No, no lobster,” Waldo said. He went on 
with his order. Again the waiter inter- 
rupted and said: “And lobster a la New- 
burg?” “No, no lobster,” said Waldo, and 
went on with his order. The waiter inter- 
rupted again saying: “And some lobster 
salad?” “No, no lobster salad,” Waldo said 
to him, “send the manager to me.” The 
manager came over and Waldo asked him: 
“Haven't I been a good customer of yours?” 
“Yes, none better, Mr. Waldo,” said the 
manager. “Then, why is it,” asked Waldo, 
“that if I want a little lobster in this place 
I can’t get it?” The manager glared indig- 
nantly at the waiter; and the waiter glared 
back indignantly, ripped off his apron, 
stamped on it, and said, “I did everything 
to get lobster into him, except ram it down 
his throat. I’m through.” 





E are not all as clever in retaliating 

for being “worked” as Rhinelander 
Waldo, but all customers resent being 
“worked.” When your shoe clerks push an 
article by high pressure salesmanship on a 
customer they are getting rid of some mer- 
chandise perhaps, but are very likely also 
getting rid of a customer; and if that is the 
way to build up business, we are dead 
wrong in our policy. When your clerks 
always recommend a certain article, many 
people who are not clever at retaliating for 
being “worked,” express their resentment 
on the outside, not in your store. Many a 
customer no longer comes to your store. 
and you do not know why he does not. It 
may be that you have taken particular pains 
to get rid of him, by trying to “work” some- 
thing on him. 


UR idea is that you should get the con- 

fidence of your customers by giving 
them THE BEST. If a customer thinks he 
knows the best, let him have his way; but if 
he asks your advice, and you do not give 
him the best.—and he afterward finds out 
that something else is better,—our notion 
is that you will not count very high with 
him in the future. If you tell your women 
customers that the best thing to clean their 
shoes is 


Chain Lightning Shoe Cream— 


—you will not be weighed in the balance by them and found wanting 





THE MANUFACTURERS OF 


Chain Lightning Shoe Cream— 


Do Not and Will Not offer any special in- 
ducements, such as prizes, fountain pens, 
or cash to your clerks, to work off our mer- 


chandise on your customers. We compete 
on the merit of our merchandise, and this 
should be the only kind of competition. 





GEO. J. KELLY, Inc. 
LYNN, MASS., U.S. A. 
Makers of 


The Lynn— Whiterightoff—Rainbow— Whiteheeledge—Bagof 
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SI-EN-TIFFICK 
SHOES 
FOR WOMEN 
A COMPLETE 


RANGE OF 
PATTERNS IN 
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/t Would Not Be Difficult 
for Webster To Define The 
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SHOE... 4r omen 


Here is a SI-EN-TIFFICK Dealer’s Con- 
ception of how the Definition would 
appear in a modern Dictionary . . . 
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SI-EN-TIFFICK SHOE (si’n-tifick shé) 1. A scientifically con- 

structed covering for the foot. 2. Has every corrective feature. 

3. Smart, gay patterns with daintiness of line, cleverly designed by 

fashion-wise stylists. 4. Meets the modern urge of current fashion 

without sacrificing one particle of foot comfort. 5. Does fit per-~ 
fectly. 


TO 5 
RETAIL PROFITABLY 5 d 
AT qn 


With the SI-EN-TIFFICK SHOE you now can 
“Give Them ALL They Want” 
in Corrective Footwear. 




























iF AND BE EM. \ 





SI-EN-TIFFICK SHOE CO 





Branch of The H. C. Godman Co. 
COLUMBUS, OHIO 
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